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ACCURACY CREATES PROFITS 
ERRORS MAKE LOSSES 


The Ellis Adding-Typewriter Machine 


Protects Your Profits by Preventing Errors of all Kinds Incidental 
to Bookkeeping by Hand. It will Save 50% of Your Present Book- 














keeping Cost and Economize 33°, in Office Space. 





You get your monthly balances because the machine prints its totals and proves its 
day’s work automatically, which means giving service to your customers. 


Used by large Banks, Insurance Companies, Specialty Shops and 
Department Stores throughout the United States 





(¢ 


WRITE OUR HOME OFFICE FOR FULL PARTICULARS 
ABOUT THIS MACHINE AND ITS USERS 


Ellis Adding-Typewriting Company 


Newark, N. J. 
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CONVENTION COMMITTEES OF THE ST. PAUL ASSOCIATION 


In addressing any of the committees, kindly do so in care of G. M. Brack, Cashier 
Capital National Bank, St. Paul. 


GENERAL CHAIRMAN: George M. Brack. 
VICE-PRESIDENT: F. H. Koch. 
SECRETARY: J. C. Barnes, Jr. 
FINANCE COMMITTEE: H. J. Hadlich, Chairman; H. R. Fairchild, H. G. Clemens, H. B. Humason. 
P. J. Geib, Milton Rosen. 
ENTERTAINMENT COMMITTEE: A. W. Wilson, Chairman; H. J. Hadlich, D. L. Carroll, B. R. Haber- 
korn, A. J. Brand, F. E. Moran, R. M. Nyhagen, Arthur Randall. 
LADIES’ ENTERTAINMENT COMMITTEE: Miss Jones, Miss Funk, Miss Garland, Miss Bassett, A. F. 
Williams, F. A. McGinnis. 
OFFICE APPLIANCE COMMITTEE: E. D. L. Sperry, Chairman; E. Hinsch. 
HoTeL CoMMITTEE: L. S. Gill, Chairman; H. B. Pratt, L. H. Stoven. 
PUBLICITY COMMITTEE: C. H. Janssen, Chairman; H. J. Brandon, H. W. Hoklas. 
REGISTRATION AND INFORMATION COMMITTEE: Arthur Peterson, Chairman; F. G. Borjes, D. W. Hut- 
chison. 
RECEPTION COMMITTEE: R. M. Nyhagen, Chairman; C. M. Ingebrand, Jos. Moyer, Wm. Eiken, 
A. G. Johnson, M. H. Wallace, P. Kiederlen. 
DECORATIONS, HALL, USHERS, Etc., ComMmITTEE: S. P. Glemaker, Chairman; O. E. Carlson, F. J. 
Wannamaker, Arthur Peterson. 
TRANSPORTATION COMMITTEE: H. S. Schreiner, Chairman; O. W. Hart. 
Respectfully, 
Secretary Convention Committees. 





THE SAINT PAUL HOTEL RATES 


(Corrected rates) 


Hotel rates at Convention Headquarters are as follows: 


Room with Shower Bath—single occupant - - - - - - - $2.50 
Room with Tub Bath—single occupant - - - - $3.00, 3.50, 4.00 
Room with Tub Bath—two occupants - - - $4.00, 5.00, 6.00 
Room with Tub Bath and Twin Beds - - - - - - - - 6.00 
Suites—Room with Tub Bathand Sitting Room - - $10.00 and up 


z u 
Merchandise Exhibit Room with Tub Bath - $3.50, 4.00, 4.50, 5.50 
A committee is trying to make arrangements for free transportation from Union Station to Con- 
vention Headquarters. Delegations will be furnished tickets. Details will be published later. 
For information, write HOTEL COMMITTEE, 
Retail Credit Men’s National Association, 
Gilfillan Block, St. Paul, Minn. 





THE SEVENTH ANNUAL CONVENTION 


To the Members: 

Our seventh annual convention, to be held at the St. Paul Hotel, St. Paul, Minn., August 
19-22, inclusive, should be our most important, most enthusiastic, most successful and largest 
convention. At this writing it appears certain we will have delegates from many cities not 
heretofore represented at our conventions. 

The tentative program which appeared in the July Credit World assures us a very inter- 
esting and instructive meeting, each subject being of vital importance to every credit grantor. 

The exhibits of forms used in the leading credit offices of the country will be of interest to 
everyone in attendance, and the office appliances exhibit will in itself justify your visit to 
St. Paul. 

Mingling with the live wire, up-to-date credit grantors who attend the convention will 
prove of inestimable benefit to you. You owe it to your firm and to yourself to be with us at 
St. Paul. COME, and learn what is being done throughout the country to better credit 
conditions. 

Cordially yours, 
L. S. CROWDER, 
Chicago, July 31, 1919. Executive Secretary. 
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INQUIRY BLANK 


ATTENTION ALL DELEGATES TO THE CONVENTION 


The Committee on Credit Department Methods—Chairman W. T. Snider, Credit Man- 
ager, Scruggs, Vandervoort & Barney Dry Goods Co., St. Louis—submit the following blank 


for adoption by our National Association. 


(Front side, actual size 5x8%4) 
TRADE INQUIRY BLANK 
Approved by 
RETAIL CREDIT MEN’S NATIONAL ASSOCIATION, 
St. Louis, Mo. 


(Name of City to be printed here) 





We are interested in your experience with— 
PO inhi tacisnreseasoaraddiabousunessourhansucée 


(Please verify name and address.) 


SN i icrddvssdetesedeeienssescucs Oocupation....sssss. 
because your name has been given us as reference, 
and your experience as outlined below will be ap- 


preciated and the courtesy returned wherever possible. 


Our experience has been 


(If new application, so state.) 
highest credit 
Yours truly, 


(The name of the inquiring member shall 
be printed here.) 





* 
Reply | Check Paying Habits, 
_ ete., below. = 
Oe MR ccs cen cesenisceccwes ...-30-60 days 
Highest Credit....... when?.. |....90 days 
Now owing &......since...... --Slow, but good 


-.4 months and longer 
Secured or not secured 


...-Must send collector 
Seeee ....-Settles by note 


--Pays as agreed 


..Returns mdse. 
..--Makes unfair claims 
Sine , — 
Sincerely yours, |... ., Acct, unsatisfactory 


....-Acct. closed 


(Back side) 


| 


As members of the Retail Credit Men’s Na- 
tional Association, realizing the value of co- 
operation and organized effort along credit 
lines, we will cheerfully assist you in credit 
matters at any time, and hope that you will 
always feel free to call upon us. We urge 
upon you, and all of your retail credit friends, 
the importance of becoming members of this 
association, whose objects are stated in the 
by-laws as follows: 





OBJECTS OF THE ASSOCIATION 

Section 1. The object of this Association 
shall be to organize Retail Credit Men and 
Local Associations of Retail Credit Men 
throughout America into one National body. 

Sec. 2. To bring its members into closer re- 
lationship for the purposes of interchanging 
ideas and rendering mutual assistance. 

Sec. 3. To disseminate at regular and fre- 
quent intervals literature bearing on the sub- 
ject of retail credits, and the fullest interchange 
of all credit information between all its mem- 
bers, individual or organized. 

Sec. 4. To concentrate effort and thereby 
have at command a more powerful influence 
in matters of legislation and law enforcements 
and to perform such other kindred lines of 
work as the members of this Association may 
determine upon in the manner hereinafter de- 
scribed. 











Should you have a local association of Re- 
tail Credit Men, we would urge the importance 
of their affiliation as an organization. 

We should like very much to have you read 
the Convention number of our official publica- 
tion, the “Credit World,” containing a full 
report of the last Annual Convention, or 
our regular monthly bulletin, which will be 
promptly mailed if you will kindly signify a 
willingness to receive this complimentary 
number, without any obligation whatsoever. 

The value of full and complete credit co- 
operation and membership in our National 
Association cannot be overestimated. 

Address: 

RETAIL CREDIT MEN’S NATIONAL 

ASSOCIATION 
613 Locust Street, St. Louis, Missouri 





Why not come in the Family car? 
All roads lead to St. Paul. 


Hudson Super-Six’s. 





AUTOMOBILE AND TURNPIKE TO ST. PAUL, MINN. 


There are no better roads anywhere—Wisconsin— 
lowa— Nebraska— No. Dakota—So. Dakota—Illinois— Missouri—for Fords or 


All within easy distance; why not come in the car? 
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LEGISLATION 


READ AND THEN WRITE YOUR CONGRESSMAN 


Progressive legislation makes for better 
Credit Conditions, and the re-introducing of 
the following bill by Senator Nelson of Min- 
nesota is along the right line. 

The St. Paul Association has been most ac- 
tive in having this bill brought before Con- 
gress, and every Credit Organization and in- 
dividual Credit Man should do everything in 
their power towards securing the assurance of 
their Congressmen to the support of the 
measure. Credit Men, get busy. 

Halvor Steenerson, of Minnesota, is Chair- 
man of the Congressional Committee. 

66th Congress, Ist Session —S. 1697. 

In the Senate of the United States, June 16, 

1919. Mr. Nelson introduced the following 


PROMPT 


The Credit Man keeping abreast of the 
times is educating his customers to the prompt 
paying of their bills—he is explaining the 
Value of Credit, Good Credit, and Why 
Promptness is Necessary. 

Mr. Credit Man, 30-Day Credits, means, a 


bill; which was read twice and referred to the 
Committee on Post Offices and Post Roads. 

A Bill to amend section 3928 of the Revised 
Statutes of the United States. 

3e it enacted by the Senate and House of 
Representatives of the United States of Amer- 
ica in Congress assembled, That section 3928 
of the Revised Statutes of the United States 
be amended so as to read as follows: 

“Sec. 3928. A receipt shall be taken upon 
the delivery of any registered mail matter, 
showing to whom, when, and the place where 
the same was delivered, which shall be re- 
turned to the sender, and be received in the 
courts as prima facie evidence of such de- 
livery.” 


OR SLOW 


promise to pay at a given time must be lived 
up to by the customer; why continue to allow 
Mr. Slow Pay to do business—to live—on your 
capital? 

Preach “Character as the Creator and 
Prompt Pay the Basis of Credit.” 








Abuse of Credit, we will say. 





FROM DAVENPORT RATING ASSOCIATION 


In Which Class Do You Belong? 


What makes this merchant scowl and frown 
When Mr. Poor Pay comes around? 


What makes a man no self-respector, 
3ut keeps him shy of the collector? 


What keeps him poor and to the grind, 
A man despised of all mankind? 


What takes his honor quite away? 


What makes THIS merchant smile and say: 
My goods are yours, my friend Good Pay? 


What helps him in a time of stress, 
And brings relief from cares that press? 


What gives him self respect and pride, 
And wins him friends both far and wide? 


What makes him equal with the best, 
And stand the final acid test? 


What makes for hope and peace of mind? 
Good Credit, friend, you sure will find. 


SLOW PAY 


SLOW PAY 


SLOW PAY 


GOOD CREDIT 


GOOD CREDIT 


GOOD CREDIT 


GOOD CREDIT 
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NATIONAL “PAY-YOUR-BILLS” DAY 


JANUARY 24, 1920 





A PLAN TO ESTABLISH A NATIONAL PAY-YOUR-BILLS DAY TO BE OBSERVED 
ANNUALLY 





The Retail Credit Men’s National Association recently learned of a National Thrift Week 
which was being planned by the Young Men s Christian Associations of the country for January, 1920 
After a conference with the Y. M. C. A. officials, it was agreed to include one day, Saturday. 
January 24th, as National Pay-Your-Bills Day, providing the Credit Men would lend their 
hearty co-operation and do everything possible to make it a success. 


PURPOSE 


To dominate the public thought for a single day on the moral obligation that everyone 


has to pay bills promptly. 


To educate the public to the present day economic conditions, and show how the indi- 


vidual can help. 


To teach sound economic doctrines and maintain public confidence. 


The plan described herein is submitted for your information and consideration 


Tentative Program and Interests Involved 
Whose Co-operation Can Be Secured 


Saturday, Jan. 17: 
Bank Day” P 
Commercial Banks, Savings Banks, Trust Companies® 
Building and Loan Associations, ete 
Sunday, Jan. 18: “Share with Others”—Outline 
Sermons Furnished Churches 
Churches, Sunday Schools, Epworth League, Christian 
Endeavor Society 
Monday, Jan. 19: “National Life Insurance 
Day” 
Insurance Companies and Agents, Newspapers 
Tuesday, Jan. 20: “Own a Home Day.” 
teal Estate Agents, Building and Loan <Asso-iations, 
Savings Banks, Newspapers 
Wednesday, Jan. 21: “Make a Will Day” 
Trust Companies, Lawyers, Notary Publics, } ewspapers 
Thursday, Jan. 22: “Thrift in the Shop Day’ 
Employers, Chambers of Commerce, Banks 
Friday, Jan. 23: “Home Economics Day” 
Women’s Clubs, Newspapers 
Saturday, Jan. 24: “Pay Your Bills Day” 
Merchants, Chambers of Commerce, Credit Men's Asso- 


ciation, Collection Agencies, Rotary Clubs, Pro- 
fessional Men, Bankers 


“National Thrift Day or 


Pay-Your-Bills Day Program for Local City 


l. National “Pay Up Day” posters dis- 
tributed throughout city. 

2. Speakers in all industrial plants, schools, 
large offices, business colleges, Y. M. C. A. edu- 
cational and gym. classes. 

3. Literature on subject distributed in in- 
dustries, schools, through packages delivered 
by merchants, etc. 

4. Newspapers dominated with display ad- 
vertising, editorials, cartoons and news ma- 
terial on present day reasons why all bills 
should be paid promptly. 

_5. Provide a reader on economic subjécts 
tor the grade schools which includes a chap- 
ter on credit. 

6 Suggest educational course on economics 
for high schools. 

7. Lantern slides displayed in local theaters. 

8. Motion picture films and trailers pro- 
vided local theaters. 


National Publicity Plans 


1. Presidential proclamation. 

2. Proclamation by Governors—l4_ such 
proclamations were issued by Governors in 
1918. 

3. Proclamation by Mayors—some 50 such 
proclamations were issued in 1918. 

4. “Pay Your Bills Day” poster for national 
distribution—two million or more. 

5. Articles and cover designs in national 
magazines. 

6. Specia! advertising in national maga- 

zines. 
7. Association of National Advertisers to 
send out bulletin asking their members to fea- 
ture a cut or trade mark established in all 
advertising for the month of January. 

8. Conduct national editorial contests. 

9. Conduct national cartoon contests. 

10. Provide editorials and cartoon service 
to all daily newspapers. 

11. Arrange with American Railway Express 
to use wagons and bulletin boards all over 
country for posters. 

12. Provide newspapers throughout country 
with advertising dummy, showing them how 
they can dominate newspapers with display 
advertising during the entire week paid for 
locally. 

13. Provide mica slides for use in local 
theaters. 

14. Put wording “Pay Your Bills Day. Jan- 
uary 24.” on bottom of all correspondence. 


Take Advantage of War Education 


Many things during the past few years have 
forced upon people the advantages and the 
need for life insurance. Now is the time to 
perpetuate this interest by a national observ- 
ance of some kind. Ordinarily it requires the 
expenditure of large sums of money to estab- 


Re eae 


pi er 


> 


a 


8 SAINT PAUL CONVENTION, AUGUST 19 TO 22 





lish national observance of any particular 
event. We believe, however, a “National Pay 
Your Bills Day” is possible without large 
expense if given a hearty backing of the 
credit interests as well as the extensive Y. M. 
C. A. organization throughout the country. 


Unusual Advantages to Be Gained as Sug- 
gested by Merchants, Bankers and 
Credit Men. 


1. This is an opportunity to get the Y. M. 
C. A., a world-wide organization, behind a 
campaign to get old bills paid—an opportunity 
not to be overlooked, especially since the 
approach to the public is to be made by public 
organizations together with the Y. M. C. A. 
and not by commercial interests alone. 

2. The “Y” with its organization in 2,200 
centers, with more than 5,000 employed secre- 
taries, can furnish audiences in industries, 
schools and churches for speakers, which 
would not ordinarily be open to them. 

3. Newspapers say that the carefully 
thought out plan as proposed will dominate 
the public thought for an entire week. This 
movement deserves recognition because of the 
beneficial effect it will have on teaching people 
right principles of credit. 

4. It will place public organizations like 

the Chambers of Commerce, Rotary Clubs, Ad 
Clubs, banks, employers and merchants, on 
record in display advertising as favoring 
prompt payment of bills as good policy for 
every business and individual to follow. 
5. By co-operating in teaching sound eco- 
nomic doctrines business men will not only be 
making the economic position of business 
institutions stronger through maintaining the 
confidence of pecple in them, but will be doing 
a very definite public service in counteracting 
radicalism and Bolshevism. 

6. The annual observance of a “National 
Pay Your Bills Day” has far-reaching possi- 
bilities. It can be made a success backed by 
the co-operation of the “Y” and other public 
organizations at a minimum expense. 

In a letter received from Arthur M. East, 
secretary of the National Thrift Week Com- 
mittee, the position of the Y. M. C. A. in 
“National Pay Your Bills Day” is explained. 
The following is quoted from his letter: 





Why the Y. M. C. A. is Interested in Urging 
People to Pay Bills Promptly. 


The paying of one’s debts encourages a 
man to live within his means and to save. 
It helps him on the road to economic inde- 
pendence, makes him a careful buyer, stabil- 
izes business in the community, and improves 
a man’s self-respect and that of his family. 

It has been recognized by the Y. M. C. A. 
that any program for the physical, mental, 
spiritual and social development of mankind, 
to be complete, must include his economic 
well-being. The ability of an individual to 
spend wisely in many cases means the differ- 
ence between success and failure, poverty and 
prosperity, a Christian home and a prison cell. 
For this reason, in June of 1918, the Y. M. 
C. A. officially included “Meeting the Economic 


Needs of Men” through the Economic Program 
as a definite part of its program. 

The purpose of the Economic Program is to 
stimulate the individual to fit his income and 
his abilities into the purpose of a well-rounded 
life, and to enable him to bear his full share 
of responsibility to his family, employer, soci- 
ety and the nation. To this end, the following 
financial creed is recommended: 


Financial Creed 


1. Make a Budget—The average individual 
knows his earning capacity, but does not 
know his spending capacity. The budget plan 
gives one a measuring rod for spending. It 
estimates in advance the amount to be spent 
for food, clothing, recreation, etc. 

2. Keep Record of Expenditures—Mr. John 
D. Rockefeller said that early in life he made 
it a rule to keep a record of all money earned 
and spent. By keeping an honest account of 
expenditures much unnecessary spending will 
be eliminated and savings will be secured for 
emergencies and old-age provision. 

3. Carry Life Insurance—The man who 
would do full justice to his family carries life 
insurance. One can best afford to pay while 
earning. 

4. Have a Bank Account—The bank is a 

safe place to keep money. It earns money for 
the depositor by financing industries and local 
mercantile concerns. 
5. Make a Will—Few people do. Even 
though a man has little to leave, it is impor- 
tant that it should be easily available and well 
used upon his death. 

6. Own a Home.—In most cases a man can 
arrange to buy a home on the monthly pay- 
ment plan. Owning a home is not only an 
excellent way to save money, but it alse 
increases self-respect, provides greater happ1- 
ness and makes for a more ideal home life. 

7. Pay Your Bills Promptly—Credit and 
character are developed by prompt payment 
of bills. A man has moral obligations to pay 
bills contracted and not to contract any more 
bills than he can pay. 

8. Invest in Government Securities. 

9. Share with Others—The investing of 
money for the happiness of others as well as 
for oneself, when wisely done, makes a good 
citizen. Thrift without benevolence is a 
doubtful blessing. 

Today with industrial and economic condi- 
tions in chaos, it is important that sound eco- 
nomic doctrines be taught to people in all 
walks of life. Rather than talking theories, 
it is proposed to discuss concrete subjects in 
the financial creed. In the advertising, litera- 
ture and shop meetings on the subject of a 
home, it is not only possible to show that 
owning a home is a good financial investment, 
but also the underlying principles of property 
rights. 


National Observance of “Pay Your Bills Day” 
Possible Backed by Y. M. C. A. 
Organization. 

Since 1914, the Y. M. C. A. has been holding 
city-wide thrift campaigns, more than 700 in 
number, in different cities. Experience has 
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proven that it is possible to get governors and 
mayors to issue proclamations. Newspapers 
have been glad to devote space for editorials 
and cartoons. Bankers, Insurance men, Real 
Estate men, and others have been glad to 
cover the industries with shop talks, exhibits 
and literature. 

The Thrift Committee of the Industrial De- 
partmcat, International Committee of Y. M. 
Cc. A., will work through the state commit- 
tees of the Y. M. C. A,., covering 45 states 
having 188 traveling secretaries. The Y. M. 
Cc. A. Organizations now extend to. more than 
2,200 communities with 5,188 full-time sec- 
retaries at these points. 

In each local city, it is not an organization 
superimposed upon the community from the 
outside, but is composed of the various ele- 
ments of the city itself. The Board of Direc- 
tors is composed of the leading men of the 
city—insurance men, bankers, manufacturers, 
merchants and real estate agents. This 
board employes a general secretary, who in 
turn employs specialists to carry on the 
work of the various departments. It is ex- 
pected that in many cities a secretary will 
also give full time following “Thrift Week” 
to the Economic Program in which education 
on “credit” ideals plays a large part. 


Advantages of Promoting Special Days Other 
Than “National Pay Your Bills Day” 


3y promoting a National Life Insurance 
Day, it is possible to secure the insurance 
men to talk in the interest of Pay Up Day in 
the industries. The same is true in connec- 
tion with the other days. It is the co-opera- 
tive interests which make the entire week’s 
program a success. Furthermore, all of the 
interests—the banker, the lawyer, the insur- 
ance man, the real estate man—are benefited 
by Pay Up Day, because they all have out- 
standing bills of one kind or another. 

Instead of detracting from a “National Pay 
Your Bills Day,” these other days really lend 
strength and confidence, for it is expected 
that the Chamber of Commerce, the Rotary 
Club and some merchants will be willing to 
run display advertising signed by their or- 
ganization, thus getting public organizations 
behind “Pay Up Day.” 


Program Only Tentative 


The Y. M. C. A. does not expect to be able 
successfully, nor is it willing to attempt to 
launch “National Pay Your Bills Day” as a 
part of its Thrift Week Program unless Na- 
tional organizations interested in credit con- 
ditions 


are willing— 
1. To endorse the plan as feasible and 
practical and desirable. 
2. To advise their local members of the 


Program and to urge that they co-operate. 

3. To provide posters and literature for 
distribution in local cities, so that the day 
may be made a success. 

4. Appoint a committee of men who 
guide the policies and direct the 
matter and program relating to 


Day 


will 
printed 
“Pay Up 


Experience 


Experience has proven that the “Y” in a 
local city because it is not organized for profit, 
can get the business men to co-operate in a 
concerted effort, as illustrated by campaigns 
held in Seattle, Hartford, San Francisco, and 
700 cities. We have found that when the “Y” 
which is not a profit seeking organization, 
is the promoting organization business men 
are willing to lay aside commercial rivalries 
and co-operate. 


Endorsement 


National Life Insurance Day was considered 
and endorsed by the Executive Committee of 
the National Association of Life Underwriters 
at its meeting in Chicago, March 28th, 1919, 
and a Committee was appointed. 

The American Life Convention through its 
Executive Committee meeting in Chicago in 
June endorsed the plan and agreed to appoint 
a Committee to co-operate. 

The National Association of Credit Men in 
convention at Detroit on June 9, 1919, unani- 
mously passed the following resolution: 

Resolved, That the National Association of 
Credit Men in convention assembled learns 
with interest of the plan of the Young Men’s 
Christian Association for a thrift week set 
for January, 1920, in which it is intended to 
bring home to the individual citizen and par- 
ticularly to our young men the value of 
thrift; of life insurance; of owning one’s 
home; of making a will; of home economy as 
well as the moral obligation of paying one’s 
debts and keeping a clean slate; and be it 
further 

Resolved, That the appointment of a com- 
mittee to be known as the Credit Men “Pay 
Up Day” Committee be authorized, said com- 
mittee to decide in conjunction with the Y. 
M. C. A. Committee how it can best serve in 
making the proposed thrift week as effec- 
tive as possible throughout the nation. 


Action Desired 


It is hoped that National, State and local 
organizations of business men will endorse 
this plan, adopt a resolution, appoint a com- 
mittee to co-operate and recommend to their 
nembers the following: 

1. That they give their hearty co-operation 
in helping make it a success. 

2. That they will use special advertising 
copy on “Pay Your Bills Day.” 

3. That they will decorate their stores in 
harmony with the idea. 

4. That they will offer special inducements 

to those who pay their debts on that partic- 
ular day. 
5. That wherever it scems practicable they 
will give definite financial assistance toward 
the local or national Thrift Week Budget 
from their advertising appropriations. 

Correspondence, criticism and suggestions 
regarding this plan would be welcomed by 
Arthur M. East, Secretary, National Thrift 
Week Committee, 347 Madison Ave., New 
York City. 





10 SAINT PAUL CONVENTION, AUGUST 19 TO 22 





FRAUDULENT CHECK 
Bes MOWES TRESTGOMEANN: 2925) 


DESMOoINEs, Iowa, 


AY TO THE 


ORDER OF __ RE oO¢ 








17 191_No._ At 

















KASKEL & KASKEL 


Chicago, July 28, 1919. 
Mr. A. J. Kruse, Editor, 
The Credit World, 
St. Louis, Missouri. 
Dear Sir: 

The facts in the case follow: 

On June 20th, Robert E. O'Callaghan handed 
us this check for $60.00 in payment for $33.80 
worth of merchandise, receiving the balance in 
currency. Mr. O’Callaghan had been a cash 
customer for more than five years, and we did not 
hesitate to cash his check. In the course of a 





few days the check was returned. We have 
since learned that there is no such person as 
E. M. Ellis, nor a drug company of this name in 
Des Moines, Iowa; but that R. E. O’Callaghan 
formerly lived there and was forced to leave. 

Robert E. O'Callaghan is about 6 feet tall; 
weighs about 350 pounds; florid complexion and 
blond hair; age, about 50 years. 

With thanks to you for this anticipated favor, 
we are, 

Yours very truly, 
KASKEL & KASKEL, 


M. C. Butters. Credit Department. 





WORTHLESS CHECK LAW 


Chap. 252, of Acts, 1910.—An Act to make it 
larceny to obtain, with fraudulent intent, 
money or other property by means of a check, 
draft or order; to make a failure to have on 
deposit, or to the credit of the maker or drawer 
thereof with the bank, person, firm or corpora- 
tion on which drawn, sufficient funds to pay 
the same when presented, prima facie evidence 
of fraudulent intent. 

Approved March 16, 1910. 

1. Be it enacted by the General Assembly of 
Virginia, That any person, who shall obtain, with 
fraudulent intent, money or other property which 
may be the subject of larceny, or who shall obtain 
credit with like intent, by means of a check, 
draft or order, of which he is the maker or drawer, 
which is not paid by the drawee, shall be deemed 
guilty of the larceny of such money or other 
property, or of anything of value obtained on 
such credit, unless payment of such check, draft 
or order be made on demand in writing mailed 
to the drawer’s last known address; and the fact 
that such maker or drawer did not have on 
deposit or to his credit with the bank, person, 
firm or corporation upon which such check, draft 
or order is drawn sufficient funds to pay the 
same when presented, unless said check or draft 
is paid or accepted when presented, shall be 
prima facie evidence of fraudulent intent. 


c. O. D. LAW 


Chap. 251, of Acts, 1910.—An Act to make the 
failure to pay for or refusal to return goods, 
wares and merchandise sold for cash on deliv- 


ery larceny in certain cases. 
Approved March 16, 1910. 


1. Be it enacted by the General Assembly of 
Virginia, That whenever any licensed merchant 
shall sell any goods, wares, or merchandise for 
cash on delivery, and shall deliver the same, and 
the person to whom or to whose agent they are 
delivered shall, within twenty-four hours after 
written demand shall have been made upon him, 
with fraudulent intent fail to pay for or refuse to 
return the same, such person shall be deemed 
guilty of the larceny thereof. But the pro- 
visions of this act shall not apply unless such 
written demand be made within twenty-four 
hours after the delivery, and unless the goods, 
wares or merchandise shall have attached to 
them, or to the package in which they are con- 
tained, a label or tag containing the words, ‘‘Sold 
for cash on delivery.” 
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“SHORT TIME CREDIT” 


By J. M. Watsn, Credit Manager Goldstein-Migee Co., Waco, Texas 


Mr. President, Ladies and Gentlemen: 

[ consider it a great privilege to be honored with 
a place on the programme of the Retail Merchants 
Association of Texas. I will do my best to give 
you all the light on the subject that my expe- 
riences have revealed to me, and I hope that you 
will get at least one thought or one idea that will 
be of benefit to you in your business, your com- 
munity, or to you individually. 

The subject assigned to me is ‘“‘Short Time 
Credit.”’ It is one you are all, merchants and 
creditmen alike, vitally interested in; you are 
familiar with the evils and abuses attending long 
time credits and the benefit to be derived from short 
time credits, therefore I will not take up your 
time elaborating on these two phases of the sub- 
ject, but will confine my remarks and attempt to 
show you how to bring about a change from long 
time credits to short time credits 

Any change in long established customers is 
going to meet with opposition difficulties and dis- 
couraging circumstances, but if you will follow 
in the path cut out for you by the other towns 
and cities in the several sections of the country, 
your troubles will be overcome easier than you 
at first anticipate. 

The key to the seeret of short time credits is 
the same key you employ in unlocking the doors 
to all the problems confronting you in business, 
insofar as the public is concerned, and that key 
is co-operation, ‘‘intelligent co-operation.’’ I wish 
to stress the word ‘‘intelligent’’ because we so 
often think we are co-operating when in reality 
we are retarding co-operation; we so often take 
the joy and power out of co-operation by some- 
one sticking too fast to technicalities, and we 
impair our usefulness by being bound with too 
many rigid rules. As human beings, we are 
prone to allow selfishness to dominate our 
motives, and to co-operate successfully we must 
eliminate self to a large extent and consider a 
question from an angle that is best for all con- 
cerned. 

To accomplish the change successfully, you 
should go through three steps of organization. 

The first step concerns the merchants. You 
should get together and determine what you con- 
sider is a satisfactory basis for your charge accounts 
and what is unsatisfactory, that is, how long 
should a charge account run to be satisfactory 
and at what age does it become unsatisfactory. 

The second step is for you to meet with your 
credit men. This you can do either collectively 
or individually, and tell them what you want 
done. Let me suggest that you do not lay down 
a set of rules for them to follow; when you push 
down responsibility you push up the man. They 
will appreciate your confidence, and, if they are 
big men, as they should be, they will not take 
upon themselves undue responsibilities without 
first consulting you; therefore, merely teil them 
what you want done and allow them to work 
out their own solutions to the problems, and I do 
not hesitate to say that they will give you the 
results you desire, or come very near doing it. 

The third step is for your credit men to form an 
Association. It is preferable that it be known as 


“The Associated Retail Credit Men of Taylor, 
Granger, or Georgetown,’’ as the case may be, 
and you should insist that they affiliate with 
“The Retail Credit Men’s National Association.”’ 
There is an important reason for this. You know 
the force and drawing power behind a nationally 
advertised article and the readiness with which 
it is accepted by the buying public; the same 
force will be behind your organization through 
such an affiliation. 

Some of you, no doubt, feel that your local 
retail merchants association is sufficient for all 
purposes of credit and collections; it is not. In 
the smaller towns you might incorporate the 
work done by the Credit Men’s Association with 
your Retail Merchants Association, but in the 
larger towns and cities the Retail Merchants 
Association has a big enough job on hand keep- 
ing their records posted up to date and attending 
to the hundred or more questions coming up for 
daily attention. The Credit Men’s Association 
will form a part of your Retail Merchants Asso- 
ciation and will co-operate with it in every par 
ticular; but in addition to this, it will do a bigger 
and more important work, as I hope to be able 
to show you. 

To give you an idea of the work being done by 
the Credit Men’s Association, using Waco as an 
example: Before we were organized we were not 
acquainted with one another, we were of no 
benefit to one another, and could be of no assist- 
ance to one another because there was no basis 
for confidence; perhaps mine was an extreme case, 
but out of a membership of twenty or more men, 
I knew only two of them, and these two I knew 
through having worked in the same office with 
them. Since we have been organized we are not 
only intimately acquainted, but there is a bond 
of confidence of fellowship that has few parallels. 
There is not a member credit man or merchant 
who passes on his own credits that will not give 
a fellow member all the information he has on a 
charge account when called upon. Don’t mis- 
understand me—if one of us should get a desir- 
able risk or a good charge customer, we do not 
pass it along to divide up the spoils. We are not 
a rating bureau; that is the local merchants asso- 
ciation’s job. The credit men are all after the 
good pay. They are organized to fight clear of 
the bad pay and make the slow pay toe the mark. 

The Waco men meet on the second and fourth 
Mondays in each month. We assemble at one of 
the restaurants or hotels at 6:30 in the evening 
for supper, after supper we repair to the rooms 
of the Retail Merchants Association, and there 
get down to business. We have to be private 
because once confidence is established we do not 
hesitate to call an ace an ace and a spade a spade, 
and, take it from me, gentlemen, we are not very 
long in the dark as to who is riding -us and who 
is not. 

We had in our city a man who enjoys unlimited 
credit and the privilege of settling when it best 
suited him. This enviable courtesy was secured 
by a general supposition that he was worth some- 
thing in the neighborhood of $100,000.00. The 
tax list showed he owned several hundred acres 
of the finest black land in McClennan County. 
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He had an elegant home in a good residential 
portion of our city and, in addition to this, a 
fairly lucrative position. His record was brought 
up for inspection and criticism by the inquisitive 
credit men at one of their meetings, and by the 
time it was passed around they decided it was 
time to get busy; but our collectors were evi- 
dently too anxious to make a showing, and before 
our next meeting was due our bosses had been 
called into consultation with his attorney and 
there it was disclosed that he could not pay ten 
cents on the dollar. 

You have gathered from what I have said 
that we actually exchange ledger experiences— 
a thing none of you would have consented to a 
few years ago. 

Last year, when we were drawn into the mael- 
strom of the World War, you were suddenly con- 
fronted with new conditions. Your jobbers did 
not write you making a lot of excuses and wind- 
ing up by asking you to settle your accounts 
in shorter time than you had been accustomed 
to, NO, they notified you that conditions forced 
them to curtail their terms and that you must 
adjust your affairs to meet them. The same 
condition your jobber was facing in his locality, 
you were facing in yours. I admit, there is a 
difference between the jobber’s relation to you 
and your relation to the public, but it is all a 
question of education, only yours is a slower 
process. The War has taught us many lessons, 
but to my mind the one outstanding most 
prominently is, the average American is willing 
to learn, easy to teach and quick to adapt him- 
self to a change in conditions. I haven’t time to 
enlarge upon this thought by illustrations, but 
you can and should educate your customers to 
comply with your terms, and this is one of the 
jobs your credit man can and will do with your 
moral and financial support. 

We went about educating our people in Waco 
last August. This was our first letter. I will 
leave off the excuses and read only the point of 
contact: 

‘“*That effective August first all accounts 
will be due and payable on the first of the 
following month and payable not later than 
the tenth of the month. We trust that you 
will meet our terms in order that future 
purchases by you may be confirmed by our 
credit department without delay.’’ 

The idea was not original with us, it was bor- 
rowed from other cities, but it has helped col- 
lections in our city and our accounts are in a 
healthier condition than they have ever been 
before. We have only just started on our work 
in Waco; as yet our merchants and credit men, 
in fact, we ourselves are not awake to the possi- 
bilities ahead of us, but before the year is out 
we expect to give our merchants a practical illus- 
tration of what ‘a bunch of live enthusiastic, 
determined credit men can do backed up with 
the proper spirit of co-operation. Most of you 
have, no doubt, read of the excellent results 
obtained from the various ‘“‘Pay Up Week 
Campaigns,’ inaugurated by the Credit Men’s 
Association in different sections of the country. 
We are going to put on one shortly, which we 
hope will eclipse all others. 

In order to bring out more clearly and forcibly 
the benefits to be derived from a real live Credit 
Men’s Association, I want you to know the im- 
pressions I received two years ago from a visit to 
two of the larger cities in our state. I will men- 


tion the name of only one of them, because I 
understand the other now has a very live asso- 
ciation and must naturally have changed color. 

If I should get out of a job, Dallas is the city 
I am bound for. That bunch of men made me 
feel that I was a bigger and more important man 
than any of them. They not only open up their 
hearts to you, but they go to the trouble to open 
their books and lay before you all the secrets of 
their troubles and success, and turn their offices 
over to you. They called a meeting of their 
credit men, so that I might meet them. Thev 
took me to one of the hotels for luncheon and 
initiated me into the workings of their organiza- 
tion. No one can tell me that the Dallas boys 
can’t always get what they go after. Why, 
they actually had the preachers in Dallas col- 
lecting their bills, and these preachers worked 
on Sundays. Can you beat it? They don’t 
know what ‘“‘Quit’’ means. What was the result? 
I learned more from my trip to Dallas in two 
days than I would have learned in several years 
digging it out for myself. 


My visit to the other city was very different. 
I went there with the intention of staying three 
days or more. There was no sign of a bunch 
there. I visited eight stores, and five of their 
credit men were too busy or too indifferent to 
give me any attention, and the other three 
seemed to be so buried in their ledgers that I telt 
like an imposter. I could not account for their 
attitude toward me. I was dressed in the same 
clothes I had on in Dallas, and I certainly could 
not have appeared more of a rube to them than 
I did to the Dallas men. I hated to return to 
Waco without having anything to report, so 
I paid the R. M. C. Association office a visit, 
and the secretary was out of town. I was de- 
pressed and disappointed. I went back to the 
hotel and spent the rest of the day lounging 
around and took the first train home. 

My purpose in telling you of these two trips 
is to show you that a live Association is not only 
essential for credits and collections, but it puts 
life into your business and into your town. Just 


. try it. 


Now then, a talk on credits would not be com- 
plete without touching upon collections; in fact, 
extending credit is not near as important as 
collectin'g the account after credit has been ex- 
tended. The two work hand in hand. To suc- 
cessfully keep your accounts on thirty and sixty 
days’ time, you must have a well organized col- 
lection department, personally, I believe it is 
the most important part of your business a clever 
and intelligent collector can collect an undesir- 
able account, whereas a poor collector will more 
often than not, ruin a good account and hurt 
your volume of charge business. 

The key to successful collections, in my opinion, 
is a systematic follow up. This holds good 
regardless of what means you adopt to make 
your collections. 


There are three methods in general use for 
ordinary collections, viz., the telephone, the letter 
and the city collector. Of these three the tele- 
phone is the cheapest and the city collector is 
the most expensive; personally, I prefer letter 
writing. The only objection is that I can’t give 
my personal attention to all letters. On the other 
hand, from all the information I am able to 
gather, the most successful collections made in 
Waco have been made over the telephone by one 
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of our largest establishments. There is, however, 
a danger to be encountered and guarded against 
in using the telephone. It isn’t everybody that 
knows how to talk over the phone. If you are 
going to use the telephone you must be careful 
to select someone, preferably a woman, who 
knows how to modulate her voice over the phone, 
and she must know how to talk and what to say. 
If you can get such a woman, she will take the 
place of three city collectors and get in more 
money than all of them combined. 

Perhaps some of you will question the advis- 
ability of keeping your accounts too close to a 
short time from date of purchase, insofar as it 
will effect your volume of business. In Waco, 
customers have been notified that our terms are 
thirty days, except where special arrangements 
are made (such as Fall accounts and Contract 
accounts), and an account is considered delin- 
quent after sixty days. Judging from our ex- 
perience in Waco, short time credits has made 
collections better, and our volume of business is 
larger despite the fact that the Army Camp has 
left, and it maintained on an average of 25,000 
soldiers. But suppose it does cut down your 
volume some, your turnovers will more than 
offset the difference if you are selling your mer- 
chandise right. You will have more liquid assets, 
and the chances are your profits will be in real 
dollars instead of on paper. Short time credits 
is unquestionably better for you and better for 
your customers, better for you because it will 


release capital that you now have tied up in 
overdue accounts, which is quite an item in a 
large business; better for your customer because 
it will enable him to live within his means; it will 
keep him from spending his money before he 
earns it—as many of them now do; he will visit 
you oftener because there is no old balance 
staring him in the face and, above all, he will 
look you squarely in the eye when he meets you, 
instead of trying to avoid. you. 

All the houses report less money outstanding 
on accounts, compared to volume, than they had 
last year. One firm reports that where their out- 
standings in years past represented seven months’ 
charge business, this year it represents three 
months. Think of it! That is to say if where the 
average monthly charge business is $5,000.00 
his outstanding used to be $5,000.00, whereas 
now it is $15,000.00, which gives him $20,000.00 
additional capital to trade on. 

If you cannot persuade a customer to get in 
line, then make him get in line through a system- 
atic educational campaign. He may get angry 
at first, but by the time he finds that he is 
blocked above and below you, he will soon learn 
to listen to reason. Long time credits is no argu- 
ment for increasing your volume of charge busi- 
ness. It is true, you are going to have to keep 
some pets, but let your general policy be to pay 
up promptly. If you use tact you will profit 
rather than lose from it. 





Retail Credit Men’s National Association, 


Dear Sirs: 


hands perspire freely. 





613 Locust Street, St. Louis, Mo. 


DULUTH CREDIT ASSOCIATION 


Duluth, Minn., July 23, 1919. 


Special Notice. 


A young lady, giving her name as Florence Wilson, about 25 years of age, about five feet 
eight inches, fair complexion, dark hair; wore a large hat, navy blue suit with pleats in back; had 
quite large hands, spoke good English, had rather large teeth and gripped her pen far back from 
the point when writing; visited Duluth on July 19th, and wrote several checks on a local bank; 


It appeared that she made a deposit and wrote out a few small checks on the day previous; 
on Saturday issued several checks, some $20.00 to $25.00, buying some merchandise, and it 
appeared that there was a small balance in the bank and checks were returned Monday marked 
insufficient funds—and Florence Wilson may be somewhere in your city putting off a similar deal. 

It appeared from one source of investigation that this lady was in the city for about a 
week and had made some acquaintance with one of the ladies in one of the down-town stores 
at the Boat Club a few days previous to her departure. 

Yours truly, 


This cost about $45.00. 


DuLuTH CREDIT ASSOCIATION. 








HOSPITALITY AND GOODFELLOWSHIP 


Mr. A. J. Kruse, 
631 Locust Street, St. Louis, Mo. 
My dear Mr. Kruse: 


At a recent meeting of the St. Paul Association it was unanimously decided to extend a very 
cordial invitation to the visiting delegates to make themselves at home in the various credit depart- 
ments of our members while in the city during this convention. 
when I say that they will be cordially received wherever they may choose to visit. 


equally from the largest department stores and the small concerns. 


Every member of the Association will be only too glad to spend their time in making the visiting 
Yours very truly, 


delegates at home. 


C. H. JANSEN, 
Retail Credit Men’s Ass’n of St. Paul. 


I am speaking for our membership 
This comes 
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PROGRAM 


SEVENTH ANNUAL CONVENTION OF THE RETAIL CREDIT MEN’S 


NATIONAL ASSOCIATION 


ST. PAUL HOTEL, ST. PAUL, MINN. 


Monday, August 18th, 1919 


10:30 A. M. 


Meeting of Board of Directo-s —Directors’ Room, Hotel St. Paul. 


Tuesday, August 19th, 1919 


9:00 A. 


3:40 P. 


4:00 P. 


4:20 P. 


M. 


.M. 
. M. 


M. 


Delegates, visiting ladies and guests will register and receive badges, etc., at Regis- 
tration Bureau. 
Convention called to order by 
President Sidney E. Blandford. 
Invocation, Rev. Elmer Allen Bess, D. D., President Macalester College. 
“AMERICA,” by all. 
Singing, J. L. Hudson Quartet and popular music under direction of song leaders 
W.C.C.S. 
Address of Welcome—Mr. G. M. Brack, President St. Paul Retail Credit Men’s 
Association. 
Address: The Mayor of St. Paul, Hon. Lawrence C. Hodgson. 
Address: Mr. H. B. R. Briggs, Vice-President St. Paul Association of Civic and 
Business Affairs. 
Response. Mr. George Waterford, New York City. 
Appointment of Committees on Credentials, Resolutions and Audit. 
Reports of Officers: President, S. E. B'andford, 
Executive Secretary, L. S. Crowder, 
Assistant Secretary, A. J. Kruse, 
Treasurer, S. L. Gilfillan. 
Report of Standing Committee on Credit Co-operation, 
Chairman, Mr. Frank Genens, Milwaukee, Wis. 
Discussion led by Mr. L. M. Michaels, Pittsburgh, Pa.—Resolution. 
Announcements. 
Adjourn. 
Reconvene. Singing, J. L. Hudson quartet. 
Address: ‘‘War-time Co-operation and Its Application in Times of Peace,” Mr. H 
H. Merrick, President of The Great Lakes Trust Co., Chicago, III. 
Discussion led Mr. J. A. Fetterly, Milwaukee.— Resolution. 
Five Minute Talks ‘‘Progress in our Local Association and how we co-operate:”’ 


New York.......Mr. D. J. Price 
Pittsburgh ......Mr. Franklin Blackstone 
Dallas ..........Mr. Max J. Rosenfield 
Boston..........Mr. Wm. Browne 
Minneapolis.:...Mr. M. J. Solon 
Clevelard.......Mr. W. Slater 
Memphis........Mr. G. A. Lawo 
Milwaukee ......Mr. Frank Genens 


Report of Committee on Closer Co-operation Between Wholesaler and Retailer. Chair- 
man, Mr. D. J. Price, New York City. 

Discussion led by Mr. George Waterford, New York City.—Resolution. 

Report of Committee on Credit Literature including Suggestions for Improvement of 
Credit World. Chairman, Mr. Carl Woolner, Dallas, Texas. 

Discussion led by Mr..L. S. Crowder, Chicago, I1l—Resolution. 

Noonday luncheon meetings as medium of exchange of information among members 
of local associations. 


Lincoln........Mr. W. A. Howland 
Cleveland......Mr. W. H. Gray 
Milwaukee. ....Mr. H. M. Silber 
Minneapolis....Mr. S. L. Gilfillan 
ee Mr. J. E. R. Chilton 
Memphis.......Mr. M. G. Liberman 


Worcester......Mr. James Wilson — Resolution. 








10:( 


10:0) 


1:01 
2:31 
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PROGRAM—Continued t 


Tuesday, August 19th—Continued 
( 4:55 P. M. Report of Committee to Establish Closer Relations with National Dry Goods Associ- 
ation. Chairman, Mr. W. H. J. Taylor, New York City. 
Discussion led by Mr. Frank Genens, Milwaukee.—Resolution. 
5:15 P. M. Report of Legislative Committee. Chairman, Mr. Max Fischer, Washington, D.C. 
Discussion led by Mr. David Sanger, Washington, D. C.— Resolution. 


5:25 P. M. Announcements. 
5:30 P. M. Adjourn. 
7:30 P. M. Steamboat trip down Mississippi River— Delegates, ladies and guests, accompanied by 


J. L. Hudson quartet. 
Matinee Theatre Party for Ladies, Tuesday afternoon. 


Wednesday, August 20, 1919 
9:30 A. M. Reconvene. 
Invocation, Rev. Walter S. Howard, Rector Christ Episcopal Church. 
Singing, J. L. Hudson quartet. 
9:40 A. M. Greetings from The National Association of Credit Men. Mr. Victor Robertson, 
Director from St. Paul. 
9:50 A. M. Report of Committee on Credentials. 
10:00 A. M. Report of Committee on Credit Department Methods. Chairman, Mr. W. T. Snider, 
St. Louis. 
Discussion led by Mr. Irving C. Brown, Newark, N. J. 
Subjects for discussion: 
Uniform collection methods: J. E. Murtaugh, Chicago, III. ; 
Collections by use of telephone: Mr. R. J. Farfineld, Cleveland. 
Personal calls by collectors, why and when such calls should be made: Mr. Hugo 
Baum, Pittsburgh. 
Classification of accounts: Mr. C. F. Jackson, St. I ouis. 
Analysis of accounts to determine worth.—Mr. G. C. Driver, Cleveland. { 
Should charge accounts be solicited: Mr. Jos. B. Auerbach, N. Y., affirmative. 
Mr. W.H. J. Taylor, N. Y., negative. 
Resolution. 
11:00 A. M. Mr. E. W. Nelson, Lincoln, Nebr., will present plan to establish clearing house system 
for bad checks. 
Discussion led by Mr. W. H. McIntire, St. Joseph, Mo., followed by—Resolution. 
11:20 A. M. Address: Mr. Joseph Chapman, Vice President Northwestern National Bank, Min- 
neapolis, Minn, f 
12:00 Noon. Address: Keeping Retail Accounts by bookkeeping machines and its relation to the 
Credit Department. Mr. D. W. Ahl, Detroit, Michigan. 
Discussion led by Mr. J. M. Connelly, New York City.—Keso/ution. 
12:30 P. M. Report of Committee on Advertising. Chairman, Mr. W. H. J. Taylor, New York. 
Discussion led by Mr. D. J. Woodlock, St. Louis, Mo.— Resolution. 
12:55 P. M. Announcements. 
1:00 P. M. Adjourn. 
2:30 P. M. Trolly ride and picnic, Wildwood Park, White Bear Lake Delegates, ladies and 
guests accompanied by J. L. Hudson quartet. 


Thursday, August 21, 1919 
9:30 A. M. Reconvene. 
Invocation, Rev. I. L. Rypins, Rabbi Temple Mt. Zion. 
Singing, J. L. Hudson quartet and popular music under direction song leader W.C.C.S. 
Report of Committee on Bankruptcy, suggesting amendments to Bankruptcy Law. 
Chairman, Mr. J. K. Cuddy, New York. 
Liscussion led by Mr. Franklin Blackstone, Pittsburgh.— Resolution. 
10:00 A. M. Address: ‘‘The National Association and its Opportunity for Service to Members.” 
Mr. H. Victor Wright, Los Angeles, Calif. 
Liscussion led by Mr. W. G. Schmus, New York.—Resolution. 
10:45 A. M. Addresses by Representatives of Exhibit Units. 
11:45 A. M. Report of Adjustment Committee. Chairman, Mr. E. A. Howell, Denver. 
Discussion led by Mr. J. E. R. Chilton, Callas, Texas.— Resolution. 
12:15 P. M. Address: ‘‘How Local Associations and Reporting Agencies may be Co-ordinated with 
the National Association as a Great Working Unit.’”’ Mr. M. G. Liberman, 
Memphis, Tenn. 
Discussion led by Mr. Nelson Tankersley, St. Louis, Mo.—Resolution. 
Announcements. 
1:00 P. M. Adjourn. 
2:30 P. M. Reconvene. Singing, J. L. Hudson quartet. 
Nominations for 
President, 
First Vice-President, 
Second Vice-President, 
Directors. 
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PROGRAM—Continued 


Thursday, August 21—Continued 


3:00 P. M. Address: ‘‘Making America Safe for Peace.” 
3:30 P. M. National Pay-Up Campaigns and Improving Credit Conditions Through Newspaper 


Publicity. 


Five-minute talks by: Mr. D. C. Gaut, Memphis, Tenn.; Mr. C. J. Allen, Minneap- 
olis, Minn.; Mr. C. W. Hurley, Houston, Texas; Mr. W. A. Schurr, Kansas City, 
Mo.; Mr. Sam Hymes, [allas, Texas; Mr. R. H. Poindexter, Nashville, Tenn. 
4:00 P. M. Open Forum for Members. This is the opportunity for delegates to enter into general 
discussion on topics of intetest to all. 


P. M. Address: ‘‘The National Association and its opportunity in the process of readjustment.” 
P. M. Address: ‘‘What the Bank Members are doing and can do for their fellow Credit Men.”’ 
Pp 
P 


4:30 
5:10 
Mr. G. M. Brack, St. Paul. 
5:30 P. M. Adjourn. 
7:00 P. M. Banquet, St. Paul Hotel. Program will be announced later. 


Thursday forenoon, auto ride for ladies, ‘‘Seeing St. Paul.”’ 


Friday, August 22, 1919 
9:30 A. M. Reconvene. 
Singing, J. L. Hudson quartet. 


Invocation, Rev. A. M. Bailey, D. D., Pastor First Baptist Church. 


9:40 A. M. Inspection of Exhibits. 

10:40 A. M. Report of Committee on Amendments. 
11:15 A. M. Report of Committee on Resolutions. 
11:30 A. M. Election of Officers. 

12:30 P. M. Presentation of Trophies. 

12:35 P. M. Proposals for 1920 Convention City. 


Unfinished business. 
“STAR-SPANGLED BANNER.” 
1:00 P. M. Final Adjournment. 


MEMPHIS AGAIN ANSWERED 


NEW YORK 
New York, May 28th, 1919. 
Mr. A. J. Kruse, 
613 Locust St., 
St. Louis, Mo. 
My Dear Mr. Kruse: 

We are behind, as usual, but I cannot help 
answering the letter Mr. Crowder sent me, also 
the letter from the President of the Memphis 
Association, although late. 

It is absolutely O. K., and I could not take 
offense at it. It has the right spirit, but like all 
flowery matters in the warm southern climate, it 
springs up quickly, but has no staying power. 

We, in New York, are known to be slow to 
start, but ‘‘atta boy’’ when once having obtained 
our stride, there is nothing to it. We are first 
(oh, let it be soon) to have a little burg like Mem- 
phis, show us the way is, well, lowering our dig- 
nity a little. 

Yours for more members. 

Sincerely yours, 
GEORGE WATERFORD. 


BOSTON 
Boston, Mass., July 10, 1919. 
Mr. A. J. Kruse, 
613 Locust St. 
St. Louis, Mo. 
Dear Sir: 

Answering your letter of July 7th, request- 
ing a short article in answer to Mr. Lawo’s 
cartoon I do not know that there is any an- 
swer that I can make. 

Here in Boston when a new member is 
taken into the Local Association, in their dues 
is included dues as a member of the National 
Association so that all members automatically 
become members of both. The Local Associa- 
tion has taken in a number of new members 
since the Convention and feel that they have 
made a reasonable showing. 

Yours very truly, 
Cc. H. CRITCHETT. 


PITTSBURGH 


(Western Union Day Letter) 


A. J. Kruse, 613 Locust Street, St. Louis, Mo. 


Lawo’'s misconstruction improper. Pittsburgh 
8 


Pittsburgh, Pa., July 22, 1919 


realizes that iron in the blood is better than 


zephyrs and perfume in the air. Memphis waited long in making her preparations for entry, and in 


issuing her challenge. Pittsburgh appreciates the valor and temporary strength of her challenger, 


and consequently candidly admits that Pittsburgh is preparing for thirty-six rounds battle to a finish 
and not a cursory three round bout. 


FRANKLIN BLACKSTONE. 
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KNOXVILLE ADVERTISING CAMPAIGN 


We herewith hand you copies of advertise- 
ments used in our local papers in connection 
with this campaign. These ads were pub- 
lished alternatively in the morning and eve- 
ning issues, viz., the Campaign was initiated 
with an ad in the morning paper of May 
5th. The following day, May 6th, an ad was 
run in the evening issue. On the 7th, in the 
morning issue, etc. We also ran four locals 
in each paper every day, reading “MAY 5th 
TO 15th, PAY-UP WEEK, UNDER AUS- 
PICES RETAIL CREDIT MEN’S ASSOCIA- 
TION.” A copy of these is also enclosed. 

We had a rubber stamp made for each 
member, reading as the above local. These 
were furnished free of charge to the members, 
and were used on practically all statements, 
letters pertaining to accounts, etc., at the first 
of the month. 

We also had window cards, printed, copy of 
which is herewith enclosed, and these were 
furnished to our members free of charge. 
These were posted in the display windows of 
the members, and it would have been hard 


to have found a window in which one of 
these cards was not prominently displayed. 

We, of course, received much reading mat- 
ter in the papers, gratis, and as a whole, the 
Campaign was kept constantly before the eyes 
of the public from beginning to end. 

At our bi-monthly meeting, held Monday, 
May 12th, the members reported that their 
collections had increased from 25 per cent to 
100 per cent over the preceding month, and 
much ahead of a like month of the previous 
year. 

We give you that as information, as we 
wish to aid in any way possible any member 
of the National Association. 

Yours for better credits and prompt pay- 
ments, R. M. McMILLAN, Sec.-Treas. 





MAY 5TH TO 15TH 


PAY-UP WEEK 


UNDER AUSPICES 
RETAIL CREDIT MEN'S ASSOCIATION 








(Window Display Card—-size 22x14 inches) 





world. It is more valuable than cash. 
worth of merchandise. 
amount. 
lished it. 
secured note and charges you interest. 
You, only YOU, are responsible. 


builder of his own credit. 


be more effective and cost less. 
BY CONCERTED ACTION the credit men 


lagging, if you owe anything to anyone, PAY IT 
IF 


your credit! 


PAY-UP WEEK—MAY 5-15 
Under Auspices of Retail Credit Men’s Association 
(Owned and operated by retail merchants of Knoxville) 
PROTECT YOUR CREDIT—PAY UP! 
CREDIT is the most valuable thing you can own. It is, also, the most SENSITIVE thing in the 
Without it the business world would collapse. 
MAN with a thousand dollars in cash and with no credit can buy only a thousand dollars’ 
A man with a thousand dollars in cash and a good credit can buy double that 
CREDIT is based on ability to pay and is kept alive by WILLINGNESS to pay. Only YOUR 
OWN ACTIONS can prevent your getting credit, or take it 
THE MERCHANT takes your promise to pay. Your WORD is his security. He virtually LOANS 
you the money to buy his goods. He charges you no interest. 
A CREDIT MAN will not willingly close an account or curtail your credit. 
this city hold guard over your credit rating. They want to help you to keep it unsullied. YOU 
not they—will be responsible for any impairment of it. 
BROKEN PROMISES, carelessness, indifference, these and these only, will harm your credit. 
Every man is the architect of his own fortune and every man is 


MAY 5th to 15th has been set aside as PAY-UP-TIME. 
you to protect your credit. You are NOT being “dunned.” 


hope to impress upon every individual the serious- 
ness of the event and the advisability of keeping his credit good. 
IF YOU OWE a bill for merchandise that is overdue, if you owe the doctor who has ministered 

to you, if you owe a church pledge, if you are behind on your stamps or bonds, if lodge dues are 

wl 

YOU CANNOT PAY ALL, pay part. If you cannot pay 

in and see your creditor. Tell him the circumstances and when you WILL pay. 
KEEPING YOUR CREDIT GOOD is good business. 
RETAIL CREDIT MEN’S ASSOCIATION, Knoxville, Tenn. 


away from you once you have estab- 


The banker or broker requires your 


The Credit Men of 


It is for the express purpose of helping 
If that were the object, collectors would 


They would offend no one 


any of it, show your good intent—go 


Don’t let carelessness or false pride INJURE 








debt. 


DON’T 
default in your payments. 


doing so. 


DON’T 





PAY-UP WEEK MAY 5th TO 15th—DONT’S FOR CREDIT USERS 
DON’T abuse your credit—use it so it will redound to your credit. 
DON’T make promises of payment and then forget them. 
DON’T promise to pay within 30 days if you think it will require 60 days to meet the 


DON’T imagine that because the credit man is lenient that he has forgotten you. 
DON’T mistake your ability to pay;:your deception will find you out. 

DON’T forget that broken promises hurt you more than they hurt your creditor. 
imagine that your credit reputation is left behind when you change residence. 
DON’T be afraid to consult with your creditor when circumstances compel you to 


DON’T ignore the statements sent you, remit or give an acceptable reason for not 


forget that your chance to clear your credit rating ends on Thursday, May 15. 
Under Auspices Retail Credit Men’s Association, Knoxville, Tenn. 
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MEMPHIS ADVERTISING CAMPAIGN 





PAY UP LAST MONTH’S ACCOUNT THIS MONTH 
It Will Keep Your Credit Good and Make Your Account Desirable 

Two hundred and two retail merchants of Memphis are conducting an advertising campaign to 
educate slow paying customers in the justice and importance of paying their bills promptly when due. 

Credit is a convenience based on confidence—not in your ultimate desire and ability to pay your 
bills, but in your willingness and ability to pay them promptly when due. 

Many persons have been negligent and indifferent in the past to the prompt payment of their 
bills, mainly because they did not realize the importance of this rule. These people will readil, 
respond to the mere announcement of the conditions that render the enforcement of this measure 
imperative at the present time. 

There are others, however, who believe that because they eventually pay their bills their accounts 
are desirable. They think a fancied superiority to ordinary mortals, because of prominence in social, 
business or political circles, releases them from the obligation of paying their debts promptly 

They assume the prerogative of saying how and when they shall pay their bills. Or possibly 
because of poor management of their personal affairs, they buy more than they can pay for. In 
other instances they put off paying from month to month, meanwhile buying more and more, until 
the amount of the account becomes almost unpayable. 

Then they become indignant at the courteous r quests ior settlement. [It is decidedly unpleasant 
for all concerned. 

A banker will lend money to a poor man who pays promptly; he will 
neighbor who allows his obligations to run into the overdue stage. 

The necessity of this “prompt-pay-or-no-credit” rule is superinduced by Uncle Sam, who asks 
the merchants for the capital which they have tied up in slow pay accounts. Merchants cannot buy 
Liberty Bonds and donate to war funds with uncollected book accounts. 

From now on all customers are asked to pay their accounts when due, between the first and 
tenth of month following purchase. If they will do this their accounts will be wetcome in all stores 
If they do not do this, they will soon find that their accounts are undesirable 


Retail Credit Men’s Association of Memphis, 
202 Leading Local Stores. 


not lend to his rich 





Novem e €, 1918 





MR. PROMPT PAY—HIS CREDIT IS GOOD. IS YOURS? 
All your life you have formed favorable ideas in your mind 
your friends have spoken highly of them. And you 
others spoken of slightly by your friends. 
Your friend, the credit man, speaks highly of you, Mr. Prompt Pay, and takes pleasure in rec- 
ommending you to his friends, the 202 other merchants who are supporting this educational campaign. 
Possibly you have never met a credit man face to face. Not unlikely he has never seen you, 
but he knows how you settle your accounts, and if you are one who is rated slow pay, he knows 
still more. Because the grantors of retail credit in Memphis have an official reporting bureau, the 
Merchants’ Credit Association—publishers of the Credit Rating Book. i 
with this bureau daily, and receives credit 
from other members. 
Now, the credit man does not allow 


concerning total strangers because 
have conceived unfavorable prejudices against 


Each credit man is in touch 
reports which the bureau has compiled from information 


prejudices to influence him, as he considers facts only. He 
believes that the slow pay customer could pay promptly if he would—and that 


is one of the reasons 
why this advertisement is published. 


The prompt payment of all monthly accounts is now required by the Retail Credit Men’s Associa 
tion of Memphis. This has become a necessity because of economic conditions, and the absolute 
necessity of supporting every government requirement for the successful conclusion of the war. The 
merchants need the capital now tied up in slow book accounts. 

John D. Rockefeller, with all his millions, would not be as acceptable a credit risk to a 
retail credit manager as John Doe, a $30.00 a week salaried man, if Mr. Rockefeller 
and Mr. Doe met his obligations promptly. 

Your welcome as a credit customer is therefore gauged not 
performance. If you wish to maintain credit in Memphis, pay 
unpaid. If your bills 


Memphis 
was “slow pay” 


so much by your assets as by your 
your October 3lst bills now if still 
amount to more than you can take care of you should make it your business to 
see each merchant and make a definite arrangement regarding payment at the earliest possible time. 
Do this for your own sake, if for no other reason. 
Retail Credit Men’s Association of Memphis, 
203 Leading Local Firms. 





November 14, 1918 








INDIVIDUALS, LIKE NATIONS, MUST PAY THEIR BILLS 

A certain nation is in financial distress today. Why? Because it cannot pay its debts promptly 
Another nation, rich in natural resources, numbering its people by many millions, cannot borrow 
money to repair the ravages of years of revolution and war within its borders. 

Rich in potential wealth, with mineral and agricultural resources hardly touched, these countries 
can offer as good collateral as any nation in the world, yet their credit is not good. They have 
abused it. They are “poor pay.” You, yourself, would not sell them goods or lend them money, 
because you know it would be difficult to collect from them. 

Co-operation among retail credit men makes it just as urgent for the individual to meet his or 
her obligations promptly as in the case of these nations. 
bills, this fact kas or will become known to all the two hundred and three leading firms in this 
association. Your account will be just as undesirable to all as to the merchant whose credit terms 
you have already abused. 

Keep your credit standing high and make your account welcomd@ wherever and whenever you 
apply for credit accommodations. Remember, the one and only way to accomplish this result i 
pay your bills promptly when due. 


Retail Credit Men’s Association of Memphis, 
203 Leading Local Firms. 


If you are habitually slow in paying your 
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WARNINGS, ETC. 






















KEEP THIS NOTICE BEFORE YOU American Express Co.’s Travelers’ Checks: 
The following unsold Financial Paper has 7213695 
been lost or stolen and should not be paid: 7439188 
Se ie a ee 7476820—821 
American Express Co.’s Travelers’ Checks: 7478268—269 
1975459—463 7488738 
2296019—024 7533660—669 
2398596 9019844846 
2550144—149 9126146—148 
2603577—581 Sitti Midis eae 
2696060—209 Southern “xpress Co.’s Money Orders: 
2751645—689 SA—438267—279 
2870736 SB—532760—799 
2875739 SB—730382—399 
28905 10—609 Southern Express Co.’s C. O. D. Checks: 
3030484—486 L—701768—769 
pie O—526235—239 3 
312206: 5332 ? 
3187761—764 a oe. 
3327035 Wells Fargo & Co.’s Money Orders: ; 
4071626—627 AG—550951—959 " 
4196451—459 


Wells Fargo & Co.’s Travelers’ Checks: 





4382963—970 . 
= thes 2872232—239 
516-609 3006160—169 
American Express Money Orders: 5019390—399 
19—4744773—9 3499469 
19—506060—079 Lost By, or Stolen From, Purchaser 
American Express Travelers’ Checks: Wells Fargo & Co.’s Travelers’ Checks: 
2124660—669 2225226—232 
2136348—349 2238373—394 
2283394—403 2656001—009 
2340318—319 2901620—624 
2514276—282 3289482—487 
2515833 3365220—221 


2515900—909 
2620990—999 
2648989—990 
2789789—792 
2860993—999 
2987177—181 
3055273—274 
3089477—479 
3098512—516 
3131929 

4117928—929 
4190148—162 
4314220—224 
4363010—019 
4398368 

4512494—496 
4545700—709 
4685240—243 
4689920—921 
4804849 

4804890—891 
4878698—699 
4893249 

4913339—350 
4988682—686 
5027860 

5040900—909 
5053790 

7129625 

7151952—959 
7189559 





5340065—074 
5435493—497 
6000154 
6004641—645 
American Express Co.’s Money Orders: 
18—4444846—859 
19—4507775—779 
19—4556060—079 
19—538397 1—979 
19—5676100—139 
19—6725046—059 
American Express Co.’s Travelers’ Checks: 
2025956 
2143405—406 
2165643—646 
2355687—688 
2364336—349 
2416377—380 
3060911—914 
3132234—235 
3161813 
3781805—808 
4535190—199 
4995246—248 
5020639—642 
5724865—867 
7305650—659 
7356414—417 
9112142—149 
85835—837 
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MONEY ORDERS STOLEN 


On February 28, 1919, blank money orders 
Nos. 26415 to 26600, inclusive, were stolen from 
Station No, 214 of the Chicago, DJl., post office. 
Since that time many of these orders have 
been presented to merchants in various east- 
ern cities by a woman giving the name of 
MAY THOMAS or EMMA VOSE. This woman 
usually enters a store and selects certain 
merchandise, asking that it be set aside, stat- 
ing that she is expecting a remittance and 
will return the next day and pay for the goods 
selected. She then appears and offers to pay 
for the goods with one of the stolen money 
orders and usually identifies herself with a 
card bearing one of the names mentioned 
above. 

This woman is of striking appearance; very 
tall, about six feet; weighs about 180 pounds; 
dark hair; dark eyes; age, between 33 and 
40 years; is handsomely gowned and of very 
refined appearance. She stops at good hotels 
and very readily impresses a merchant with 
her respectability. 


WARNING 


Federal Reserve Notes and Federal Reserve 
Bank Notes of the $1.00 and $2.00 denomina- 
tions are being altered and raised to repre- 
sent $10.00 notes and are being passed in this 
city and the surrounding district. 

The raised notes are very dangerous and 
deceptive, and all merchants and persons 
handling money are cautioned to keep a close 
and careful lookout for the raised notes, and, 
as a precaution against being victimized, it 
is suggested that they be guided by the por- 
traits. 

Genuine Federal Reserve Notes or Federal 
Reserve Bank Notes, of all issues, bear the 
following portraits: 

$1.00 Washington 

$2.00 Jefferson 
$5.00 Lincoln 


$10.00 Jackson 
$20.00 Cleveland 
$50.00 Grant 
$100.00 Franklin 

If any of the raised notes are presented by 
any stranger, accept the same, and follow the 
person who presents it and notify the first 
police officer you see. Also phone to U. S. 
Secret Service. 





WARNING 


Warning is hereby given, to be on the look- 
out for a new counterfeit $5.00 Federal Re- 
serve Note on Cleveland, Ohio, bank, check 
letter “C,” plate number “51.” The note is a 
lithographic production, printed on heavy 
cheap paper, without silk threads, or imita- 
tion threads. The note is poorly made. 

Description of man passing the notes: Aye 
60 years, height 6 feet, weighing 155 pounds, 
gray mustache and goatee. Walks with 
slight limp. When last seen was wearing 
Porto Rican straw hat and gray clothes. 

If any of the above described notes are 


It is requested that postmasters have the 
carriers furnish merchants on the various 
routes with a copy of this letter and that her 
apprehension be effected if one of the money 
orders is presented. 

She has operated in several of the large 
cities under the name of EMMA VOSE, but 
more recently under the name of MAY 
THOMAS. If any of the money orders de- 
scribed above should be presented by any. 
one whatever, the person should be imme- 
diately taken into custody and turned over 
to an officer. No liability will be incurred by 
this action as all such orders are stolen and 
forged, and by so doing business men and 
the public generally will be acting in their 
own interest and protecting themselves from 
loss in this and similar cases. 

Notify me by telegram, Government rate, 
collect, and the matter will receive immediate 
attention. K. P. ALDRICH, 

Post Office Inspector in Charge, 
Saint Louis, Missouri. 


presented by any person answering the above 
description or by any other persons, accept 
the same and follow the person presenting 
the note and notify the first police officer 
you see. 
GARNISHMENT OF FEDERAL 
EMPLOYEES 


Introduces Attachment and Garnishee Bill 


Salaries, wages, credits or other personal prop- 
erty under the control of the United States shall 
be subject to attachment and garnishment under 
a bill introduced in the Senate by Senator 
McNary, cf Oregon, Republican. The bill 
which was referred to the Senate Judiciary Com- 
mittee, is as follows: 

“‘That any salary, wages, credit or other per- 
sonal property in the possession or under the 
control of the United States of America and al! 
its territories, and the District of Columbia, or 
any boards, institutions, commissions, or offices 
of the same, belonging or owed to any person, 
firm or corporation, whatsoever, shall be subject 
to attachment, garnishment and execution in the 
same manner and with the same effect as prop- 
erty in the possession of individuals is now sub- 
ject to attachment, garnishment and execution, 
provided, however, that the process in such pro- 
ceedings may be served on the officers by or 
through whom such salaries, wages, credits or 
other property is paid or delivered in the ordi- 
nary course of business, or on the officers whose 
duty it is to audit and to issue a warrant for 
such salaries, wages, moneys, or other personal 
property, and provided further, that no clerk or 
officer of any court shall be required to answer 
his garnishee as to any moneys or property in 
his possession in the custody of law.”’ 


Creditmen! Get in Touch With Your 


Congressman in Support of This Measure. 
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OPEN LETTER FROM SECRETARY CROWDER 


Fellow Member: 


Following my appoinement as Executive Secretary at our Boston Convention last year, 
I resigned my position as Secretary of the W. A. Green Co., effective October 15th. Starting 
out at that time I was confronted with an unusual condition caused by the Influenza epidemic 
then prevailing, making it impossible to hold public meetings—being limited in many cases 
to not more than eight or ten persons. 

Notwithstanding this, I spent the two weeks of October and all of November visiting cities 
as far west as Denver, and as far east as Boston. 

It was impossible to accomplish anything during December owing to the holiday rush. 
Starting out January 5th, I visited many cities in which I addressed meetings of credit men 
and organized local organizations affiliated with the National. 

In accepting the position, I felt that it would be possible to spend not more than two 
weeks away from the office at any time, and two weeks at the office looking after the Credit 
World, correspondence, etc. I found that to do this would entail additional expense to the 
National Association, an expense that at the time we could ill afford to stand. Instead of being 


away for a short while, I found it necessary to be away more than two months at a time. 


Upon leaving Dallas we sold our home there, with the intention of removing to Cleveland. 
This was not done because my wife objected to going to a strange city,with me“away most of 
the time. The condition was unsatisfactory to her and caused her to regret that I had taken 
up the work. 

In May, the opportunity presented itself for me to go with Mandel Brothers of Chicago 
as manager of the credit department, which opportunity I took advantage of after consulting, 
with several of our officers and directors. Since May 3lst I have done no active work for the 
National Association, starting with Mandel Brothers June 2nd. For this reason no new associ- 
ations were organized in June or July, though the Associations previously organized have con- 
tinued to report new members. 


I had hoped for an increase of 3,000, but we will fall short of this number. We can, however, 
with the assistance of every member until the convention, show an increase of 2,500 for the 
year. Associations organized in May in Baltimore, Newark and Huntington have not reported, 
and there are members to be reported from cities visited in which the credit. men were already 
organized. 

I am in touch with the credit men in many cities by correspondence, and feel sure the final 
result in membership for the year drawing to a close will be entirely satisfactory. 

Until my successor is appointed at the St. Paul convention, I shall continue to act as 
Secretary, and after the convention I shall at all times do my utmost for the National Associ- 
ation. My connection with the organization has been a source of pleasure, and it is with genu - 
ine regret that I sever our very pleasant relations. 

I want to take this means of expressing to my many friends amoung the credit men my 
sincere appreciation of the courtesies extended to me. May we have the pleasure of meeting 
in St. Paul next month. 


Sincerely, 


L. S. CRowpkER, Executive Secretary. 
Chicago, July 31, 1919, 
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INDIANAPOLIS BECOMES AFFILIATED 


Through the newly organized Associated Retail 
Merchants and Credit Men’s Bureau, Inc., the 
National Association has secured an affiliated 
association with over fifty members already lined 
up for the National organization, with big pros- 
pects for the immediate future. 

In the new Association a unique system of 
organization was adopted, and their prospects 
seem very bright.. 

William H. Flanders, who for five years served 
as manager of the Merchants Mercantile Agency 
Co. and who inaugurated in that company an 
interchange of ledger experience plan of credit 
information, is president and treasurer of the new 
organization, which is incorporated under the 
laws of the State of Indiana with a capital stock 
of $30.000, all paid in. Mr. Flanders, in speak- 
ing of the policy of the new organization, says 
that inter-dependence and co-operation in busi- 
ness relations being considered well founded 
economic principles of the best business devel- 
opment, these principles shall be applied in every 
function of this association wherever consistent 
with good business policy. 

These principles, Mr. Flanders believes, he has 
assured for the association in the form of govern- 
ment, which consists, in the first place, of the 
board of directors of the corporation; secondly, 
in an advisory board made up of the chairmen of 
thirty-two standing committees and a member- 
ship committee consisting of the entire associate 
membership. 

The advisory board meets once a month, and 
its province is to determine the creditability of 
persons and businesses whose mames are sub- 
mitted as credit risks and discuss matters of a 
business or social nature that may be derogatory 
to or in the best interests of the association or the 
general welfare of the community. 

The membership committee meets once each 
week to report and discuss matters of credit, 
collections, ‘‘skips,’’ bad checks, delinquent and 
unsatisfactory accounts and exchange informa- 
tion of interest to the membership. 

It is provided in the by-laws that any matter 
involving the best interests of the Association, 
any of its members, or the public generally, must 
be referred for final disposition to the advisory 
board. It is beyond the scope of the associated 
membership or any of its standing committees 
to endorse, recommend or make a subject of dis- 
cussion any political party or political candidate 
as such, and refrain from all partisan discussions. 
according to 


The membership is divided 


Each 
division, acting independently, has authority to 


similarity of business into trade divisions. 


transact any business primarily pertinent to it 
and consistent with the constitution and by-laws 
of the corporation. 

The membership of the advisory board is 
made up of, Wm. J. Wencke, Marott Dry Goods 
Co.; A. H. Snyder, The Edison Shop; H. L. 
Brubaker, Hatfield Electric Co.; S. M. McCoy, 
Baldwin Piano Co.; Carl Anderson, Indianapolis 
Talking Machine Co.; A. S. Goldstein, Goldstein 
Bros.; Edward Haldy, J. C. Hart Co.; Roy E. 
Pearson, O. D. Haskett Lumber Co.; Frank L. 
McNutt, Feltman-Curme Shoe Co.; Frank 
Krause, Krause Bros.; C. Howard Rood, C. M. 
Valentine Co.; Neal Grider, Peoples State Bank: 
C. B. Howard, C. B. Howard Co.; H. H. Johnson, 
Western Oil Refining Co.; S. B. Whitman, S. B. 
Whitman Co.; A. C. Byerle, The Gus Habich 
Co.; B. C. Downey, Commercial National Bank; 
Edgar E. Brodbeck, Fisher Automobile Co.; J. D. 
Eastman, The J. D. Eastman Co.; George F. 
Standke, The Brunswick Shop; D. R. Brosnan, 
John D. Brosnan Suit and Cloak Co.; John 
Gruner, Wm. Laurie Co.; H. B. Burnett, Burnett- 
Binford Lumber Co.; E. L. Osborne, Central 
Wall Paper Co.; L. E. Levey, Meyer-Kiser Bank; 
Byron J. Smith, Indianapolis Paint and Color 
Co-; John N. Twitty, Gregory & Appel; Edward 
Prange, Indiana Dry Goods Co.; M. E. Needler, 
Banner Furniture Co.; Wm. H. Flanders, Asso- 
ciated Retail Merchants and Credit Men's 
Bureau; Wm. J. Kervan, Hall Hardware Co., and 
E. G. Eberle, Tucker Glove Co. 

The Associated Retail Merchants and Credit 
Men’s Bureau is affiliated with the Retail Credit 
Men’s National Association and is a member of 
the National Association of Mercantile Agencies. 
Any associate member of the Bureau elected an 
officer or director of the Retail Credit Men’s 
National Association becomes automatically ex- 
officio a member of the advisory board. 

A delegation from the association are arrang- 
ing to attend the convention of the two National 
Associations the week of August 18-23, at St. 
Paul. In this connection Mr. Flanders said: 
‘The National Association may find the number 
of our members small at this time, and although 
our Association may be young, in some respects, 
we are rich in experience; in many others, also, 
full of ambition. We are ready and“willing to 
extend or accept a challenge for first place at the 
1920 convention, but, in either event, we shall 
accomplish by that time the largest membership 
in the National Association. This is with all 
due deference to Memphis and St. Louis. We 
shall have both quality and quantity with no 
apology to offer.”’ 
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CAN THE THIRTY-DAY LIMIT ON ACCOUNTS BE 
ESTABLISHED? 








By E. B-Heller, Heller & Livingston Clothing Co., St. Louis 





Before the merchants can successfully in- 
augurate the system: “That all accounts are 
due and payable in thirty days from date of 
purchase, or, as has been stated, by the 5th 
of the proceeding month,” it is very apparent 
that the house 
cleaning or method changing to do, before the 
system can become effective. 


merchants will have some 
The merchants 
must first get in close touch with their Credit 
Managers and ascertain wherein lies the fault 
with accounts that can be paid promptly—and 
are not. 

Competition plays an important part in the 
adoption of the new system; and the mer- 
chants must be content to lose a certain vol- 
ume of good business before the system will 
become effective and understood by the pa- 
trons of the store. 

Then again, merchants must put themselves 
in the place of their Credit and 
see and feel as their Credit Managers see and 
feel. 


Managers 


If a Credit Manager will only extend credit 
to those whom he knows will pay in thirty 
days—what will become of that 
which he thinks, in 
educate to pay in thirty days? Is the mer- 
chant ready and willing to sacrifice that busi- 


volume of 


business time, he can 


ness until such a time as it will take to edu- 
cate the trade to the new rules and con- 
ditions ? 

The writer thinks he understands the heart 
throbs of the merchants. Deep down in their 
hearts lurks that ever feeling of fear, “If I 
don’t sell them, my neighbor will.” The big 
department store proprietor may scoff at this, 
but he only fools himself in so doing. He is 
just as jealous of the other department stores 
as the small merchant is of his neighbor. It 
is this jealousy that breeds competition, and 
it’s competition that keeps us alive to the 
Situation and _ produces 


growth in business. 


advancement and 
It is the fear, of loss of 
business, that permits the slow payer to gain 
a foothold on the ledger. 

Then again, will patrons of a store be as 
liberal in their purchases the last ten days 
of a month, knowing that the bill will be due 


and payable on the 5th of the following 





I think not. | 
an appreciable decrease in the charge busi- 
ness the latter part of each month. The major 
portion of the loss will not come back the 


month ? believe there will be 


next month to make a charge. What one may 
decide to do without for ten days, they may 
decide they do not need at all. Men who are 


familiar with charge customers know they 
make many purchases simply because they can 
be charged, and same would never be consid- 
ered, if it required a cash outlay at the time 
the purchases were made. 
There are three distinct classes of charge 
customers: 
lIst—Those who have their purchases 
charged to avoid delay in waiting for parcels 
and change. 
2nd—Those who never know the amount 
they will purchase when they go shopping, 
and never carry much money with them. 
3rd—Those who charge because they need 
the convenience that charge accounts afford. 
It is the will 
If they 
did not require more of an accommodation 


than from fifteen to thirty days, they would 


latter class with whom you 


have to deal under the new system. 


never avail themselves of a charge account; 
and they will, from necessity, be compelled 
to curtail their purchases. 

The head of the family who has a 
permanent 


fixed, 
substantial 
can liquidate in thirty days. 
the young 
Their usually 
their monthly income. 


income, of a amount, 


But how about 
woman and 


man on a salary? 


needs exceed the amount of 
Are you going to say 
to them, “Save up and pay cash?” You know 
they are honest—but can only about 


one-third of their income each month to pay 


spare 
on their accounts. Will you turn this busi- 
ness adrift, knowing full well that there are 
other merchants ready and willing to sell 
them on credit. and arrange the terms of pay- 
ments to suit their convenience? 


when made, must be lived up to. 


Terms, 


Then, there is still another class, whose pur- 
chasing power is great. Those whom you 
think a fair risk and whom you think, through 
your ability as a collector, you can keep in 
line. Is the merchant that 


ready to turn 











ae 
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class of business away? Every Credit Man- 
ager has a well developed bump of conceit (1 
have mine) and times without number he will 
take on an account of which he is dubious, 
trusting to his ability as a collector to get 
the money. He knows his firm wants the 
business and if they are going to charge to 
only those whom they know to be 100 per 
cent good, then there will be no need for 
high-salaried Credit Men. 

When charge accounts were first solicited, 
when the idea was a new one, the merchants 
did not enforce the thirty-day limit; now 
when every man and woman feels the strain 
on their pocket book, IT CANNOT BE EN- 
FORCED. 

It is not the desire of the writer to convey 
the idea, that customers be permitted to pay 
at will; but does advocate a liberal and com- 
prehensive campaign of education. A cam- 
paign to educate the public to pay promptly 
The campaign 
should be carried to the very threshold of 


and keep their credit good. 


the home of the man who can pay promptly 
—and does not. 

Credit Managers are fully aware, that the 
greatest abuse of credit is indulged in by that 
class of trade whose rating is Al. The Credit 
Manager knows they are good; they them- 
selves know they are good; and for fear of 
losing Mr. Banker, Mr. Lawyer and Mr. Doc- 
tor’s account, you permit them to take liber- 
ties with your ledger, such liberties as you 
would never allow to Mr. and Miss Salary 
Farner. 

So, as I said, competition for business on 
one hand and the desire to show a large vol- 
ume of business passing through the credit 
department on the other, you will continue to 
grant liberties to Al’s and continue to take a 
chance on the Slow Pays. In the meantime, 
you will continue to advocate the payment 
of all accounts in thirty days; and, like in the 
past, you will take it when you can get it 


But why do so? 


MEMBERS FORMERLY IN U. S. SERVICE 


The Secretary would appreciate name, rank, etc., of every member of the R.C. M. N. A. who had 


the honor of serving in the recent world war. 
promptly. 


An honor roll is being prepared. 


Please reply 











Canoeing on the-Minnesota River near St. Paul 
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PAY-UP DRIVE BY SPRINGFIELD 





COMPLETE PLANS FOR “PAY-UP” WEEK 





Credit Men to Make Drive for Membership and Funds to Cenduct Campaign in August 


of the 
city attended the regular noonday luncheon 
of the Springfield Credit Men’s Association 
yesterday. 


A record number of business men 


Plans for the “Pay-up” campaign, 
to be conducted in August, were launched at 
the meeting. A. J. Bates, Chairman of the 
Membership Drive, new 
members secured since the drive was started 
recently. 

Mr. Bates said that he than 
with the outlook for the “Pay-up 
Weeks,” and that he expected that the Credit 
Men of the city would have the greatest suc- 
cess in their campaign. 

The committee which has charge of raising 


reported sixteen 


was more 


pleased 


the money to put on the campaign of adver- 
tising and the other features of the drive will 
begin work this morning under the direction 
of Geo. D. Bender, chairman. The city has 
been divided up into different districts which 
sub-committees and helpers will canvass. 

All the ministers of the city will be invited 
to the next luncheon of the credit men, which 
will be next Wednesday, and the Association 
will make an effort to get their co-operation 
and help for the drive in August. 

At the luncheon recently there was not a 


single vacant seat, and the sale of tickets 


was greater than it ever was before. 





DELEGATION TO ST. PAUL CONVENTION 
FROM OKLAHOMA ASSOCIATION 


A delegation of five or six of the Credit 
Men’s Association is expected to be in attend- 
ance at the National Convention of Retail 
Credit Men to be held at St. Paul, August 
19-22. The members of this organization de- 
sire to learn the methods used in other parts 
of the country and this will give them an 
opportunity to meet with hundreds of Credit 
Men representing every important city in the 
United States. The Executive Committee of 
the Retailers’ Association desires the Secre- 
tary to accompany the delegation so that a 
report of the Convention proceedings may 
be placed in the hands of each and every 
member upon his return, feeling that this re- 
port will be of material benefit to each and 
every member who extends credit. 





CREDIT MAN WANTED 


WANTED—Experienced Credit Man to take 
charge of credit department in department 
store in one of Ohio’s largest cities. One 
with similar experience preferred. Good op- 
portunity and prospects for the right man. 
Apply, Credit World, 613 Locust, St. Louis. 








SECRETARY WANTED 


WANTED—At once; a good, live, ex- 
perienced Secretary for a Credit Rating 
Association just being organized in a 
Mississippi River city. A big oppor- 
tunity for a man of ability. Write the 
Secretary of the Retail Credit Men’s 
National Association. 








PITTSBURGH 


VICE-PRESIDENT BLACKSTONE 
HONORED 


The Third Regiment of 
manded by Colonel Franklin Blackstone, was 
highly commended by the Governor. At the 
conclusion of the inspection of the regiment, 
Governor Sproul paid a high tribute to Colonel 
Blackstone for the splendid men 
which the regiment is composed of. 


Pittsburgh, com- 


body of 


The Pittsburgh regiment, which is composed 
of several hundred veterans of the world war, 
was an outstanding feature of the review. 





CREDIT MEN 


Representative Credit Men of the fol- 
lowing cities have assured us of their 
attendance at the St. Paul Convention. 
It is an opportunity that comes but once 
a year. Can you afford to miss a con- 
ference with them on matters of vital 
importance to your business? 

New York, Boston, Baltimore, Wash- 
ington, Atlanta, Pittsburgh, Cleveland, 
Worcester, Springfield, Chicago, St. 
Louis, Duluth, Akron, New Orleans, 
Memphis, Nashville, Dallas, Oklahoma 
City, Denver, Omaha, Tulsa, Los An- 
geles, San Francisco, etc., etc., etc. 
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ADDRESSES WANTED 


Anderson, R. 
Antonio, Texas. 

Arand, P.—Porter, So. Pac. R. R. Co., Frt. 
office, San Antonio, Texas. 

Atkinson, Lee D—Formerly of Ohio, sta- 
tioned at Camp Lewis, Washington. 

Barnes, E. E.—Formerly of Bemidji, Minn. 

Barnes, Jas. R—Formerly of Lewiston, Mont. 

Belknap, C. B.—Lieut., Ellington Field, for- 
merly of So. Royalton, Vt. 

Bibb, L.—Formerly of San Antonio, Texas; 
thought to have gone to Houston. 

Bishop, L. S. 
Houston. 

Bravo, R. S.—Electrician, of San Antonio, 
Texas; moved to Laredo, Texas. 





S. W. Telephone Co., of San 





San Antonio, Texas; moved to 





Brewer, J. J.—Fort Motor Co., San Antonio, 
Texas. 

Brokerick, Leo H.—Formerly of New York. 

Brooks, E. L. 
Cleveland, Ohio. 

Brooks, Myrtle L.—Denver, Colo.; formerly 
of Cleveland, Ohio. 

Brooks H. D—Formerly of 721 E. 68th, Seat- 
tle, Washington. 

Brown, Archie—914 N. Cherry, San Antonio, 
Texas. 





Denver, Colo.; formerly of 


Brown, Lieut. Ammie—San Antonio, Texas. 





Burling, Paul—Salesman: last heard of in 
Portsmouth, Ohio. 

Clark, Chas. B.—Formerly of. Los Angeles, 
Calif. 

Clark, Louis—Plumber, 808 Reservoir St., 
Jaltimore, Md.; supposed to have gone to New 
Jersey. 

Clayton, Pat 
Paul. 

Cleveland, Lieut. E. S.—Ellington Field; 
formerly of Chulavesta, Calif 





Shoe worker; formerly of St. 








Colbert, Jno E.—Chicago, Ill.; restaurant 
business. 

Collins, Clayton H.—Formerly of Capital 
Ave., Atlanta, Ga. 

Coon, Louis—6110 Etzel Ave., St. Louis, Mo. 

Cooper, Chas G.—Lieut. in the army stationed 
at Camp Jos. E. Johnston. 

Cox, Frank M.—1327 O. St., Lincoln, Nebr. 

Cundari, Frank—Bricklayer. 736 West Lex- 
ington St.; supposed to have gone west. 

Curtin, J. F—About 45 years of age; former- 
ly of Dayton, Ohio. 

Davis, Miss Bernice—Oklahoma City, Okla. 

DeLoes, Paul—Formerly of Illinois; lately 
in St. Paul, Minn. 

Dillon, Jno. C—Formerly with T. C..Andrews 
Co., Norfolk, Va. 

Doherty, Mrs. Jas. A—12 Highland Ave., 
Roxbury, Mass. 

Harley, Frank H.—19 Foster St., Worcester, 
Mass.; thought to have gone to Albany. 


Edwards, Louis Durant.—Writes for Saturday 
Evening Post.; lately in Washington. D. C. 

Elsasser, Lieut. H. H.—Ellington Field: 
formerly of New York City. 








Farrell, Jno.—Carpenier; formerly of. St 
Paul. 

Felison, Marsola—612 Brice St., Baltimore, 
Md.; moved to New York City. 

Forde, Walter C. 
and St. Paul, Minn 

Gaines, F. W.—Salesman for Chattanooga 
Knitting Mills Co.; lately of Los Angeles, Calif. 

Gillies, Wm. Mayhen—Tulsa, Okla.; former- 
ly of Joplin, Mo., Des Moines, Iowa., salesman 
for stationery company. 





Formerly of Minneapolis 


Gober, Mrs. F.—Dallas, Texas, nurse. 

Goggins, S. G.—Dallas, Texas, street car con- 
ductor. 

Grafton, J. D.—Dallas, Texas, newspaper 
man. 

Guerrard, W. V.—Dallas, Texas, railroad 
clerk. 

Hahn, Louis E.—Formerly of Syracuse, N. Y 

Harden, E. J.—Formerly of Tazewell Sta., 
Tenn. 

Harke, Cornelis—Chattanooga, Tenn. 

Hasselman, Miss B. J. —Brooklyn, N. Y.: late- 
ly in Knoxville, Tenn. 

Haynes, Mrs. W. H.—105 West Gill St., New 
Port, Tenn. 

Hays, F. K.—Bar. 35 Kelly Field, San 
Antonio, Tex. 

Henderson, W. T.—Newark, Ark. 

Henshaw, Mrs. Jno.—121 Ulmer Ave., Car- 
rick, Pa. 

Hickman, Mrs. Clyde, Knoxville, Tenn. 

Hirrand. F. O.—1st. Co. Ft. MacArthur, San 
Pedro, Calif. 

Hitchcock, Lt. W. C.—Aviators section Day- 
ton, Ohio; home in Cambridge, Mass. 

Hogan, Lt. W. A.—Hotel McAlpin, New York 

Howard, Lora,—Moore’s Drug Store, San 
Antonio, Texas 

Huffman, Leo G.—Little Falls, Minn. 

Ihlenberg, Pa.—324 E. Cincinnati, San An- 
tonio, Texas. 

Jackson, Lt. P. E. 
Antonio, Texas. 

Johnson, Enoch L.—St. Paul, Minn.; thought 
to have gone to Texas. 

Jones, C. A—Box 162 Burgettston, Pa. 

Jones, R. W.—277 2nd St., Richmond, Calif.; 
formerly at Cedar Rapids, Ia.; Special Police 
Officer Sante Fe R. R. Co. 

Jones, Mrs. W. A.—Stonega, Va.; husband in 
army. 

Judd, Louis F. 
Holyoke, Mass. 








Bar. 51 Kelly Field, San 





Cleveland, Ohio; formerly of 





Judge, Mrs. F. F.—1463 Winnemae Ave., 
Chicago, Ill.; formerly of West Upton, Mass. 
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Kahn, F. J.—402 Euclid Arcade, Cleveland, 
Ohio. 

Karl, G. W.—Shoe clerk in Brandeis & Sons, 
Omaha, Nebr.; also in Lincoln, Nebr., and Pitts- 
burgh, Pa. 

Kelly, H C.—Warehouse 51, Kelly Fie d, 
San Antonio, Tex. 

Kennedy, Mrs. Rose—Ft. Worth and San 
Antonio, Tex.; widow. 

Knapp, E. A.—Springfield, Mo.; lately in 
Norwood, Mo., and Chicago; came from Kan- 
sas; one time lived at 4114 Delmar Ave., St. 
Louis; worked as Fireman for Frisco. 

Koch, Mrs. F. W.—Dallas, Texas. 

Koontz, Li. L. L.—Scott Field, Ill.; Broadway, 
Va. 

Kramer, C. W.—Statler Hotel, St. Louis, Mo. 

Kreatz, Reubin—Formerly of Minneapolis, 
and Duluth; now thought to be in Chicago. 

Laing, Mrs. R. E.—Meadville, Pa. 

Lane, Lt. R. G—Abilene, Texas. 

Le Boutellian, S. P.—Ellington Field, Hous- 
ton, Texas. 





Loomis, G. A.—Great Western Garment Co., 
Alberta, Canada. , 

Lowry, W. D.—5712 Forbes St., Pittsburzh, 
Pa. 

Mahler, Mrs. A. I.—1820 Belmont Rd., Wash- 
ington, D. C. 

Mathews, Miss Goldie—Little Rock, Ark.; 
thought to be in Memphis, Tenn., or Dallas, Tex. 

Mathews, L. J.—Toledo Commerce Club— 
Traffic Dept.; formerly of Cleveland, O. 

Moyer, Forest Reber—Swissvale, Pa. 

McComas, Mrs. A. W.—Gillispie, I1l.; also 
lived in St. Louis on Franklin Avenue. 

McCoole, Miss Anna—Formerly of Chicago, 
Ill. and St. Louis, Mo. 

McCrary, P. R.—8119 Elberson Ave., Phila- 
delphia, Pa. 

McElwaine, H. G.—Grafton, Pa. 

McGee Mrs. A.—Formerly at 1736 Nicholson 
Pl. and 1861 Russell Ave., St. Louis, Mo. 

McIntire, Lee Roy—Cylinder, Iowa; also of 
Storm Lake, Iowa. : 

McRee, Marjorie, (Miss)—355 S. Royal St., 
Jackson, Tenn. 

McVey, Mrs. Harry—c/o Hostess House at 
Chemical Plant, Saltville, Va., and Joliet, Ill. 

NewBerry, M. E. W.—Rifle, Calif., Island 
Home, Knoxville, Tenn. 

Nicely, Mrs. W. O. c/o Mrs. McLean, 
Riverside Drive, N. Y. 

Nordlie, C. S—New Haven, Conn. 

Otte, R. Waldo.—Jameston, N. Y. 

Owens, Dr. Bart—Formerly of St. Louis: 
thought to have gone east; possibly in Balti- 
more. 

Paca, Miss Dorothy—Formerly of Winston 
Hotel, Washington D. C. 

Palmer, Lucian K.—Birmingham, Ala. 

Partain, Wm. A.—Formerly at 2412 Calhoun 
St., New Orleans, La., stock broker. 

Patterson, Mrs. J. M.—7603 Penn Ave., Pitts- 
burg, Pa. 

Pierce, D. E—1310 Arch St., Northside, 
Pittsburgh, Pa. 

Porter, J. R.—Connelsville, Pa. 
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Powell, J. A.—5732 Darlington Rd., Pitts- 
burgh, Pa. 

Preston, G. H.—c/o W. M. Cohbcil Real Es- 
tate Co., Ben Avon., Pittsburgh, Pa. 

Prior, Beresford——Formerly of Cerrogordo, 
Fla. 

Raiden, W. W.—Dallas, Tex., laundryman 

Reccia, J—212 Oliver Ave., Pittsburgh, Pa. 

Reidel, S. D.—Director Military Areonautics, 
Washington, D. C. 

Reiser, Frank—Encinal, Texas. 

Rhyne, Frank—Dallas, Texas. 

Robertson, H. H.—i31 King William St., 
San Antonio, Texas. 

Robertson, Mrs. Jas. C.—Traveling Frt. Agent 
Mo. Pac. R. R. Co. 

Roberts, Arthur B.—Formerly of Tulsa, Okla. 

Robinson, Chas. Griffith—Reported to have 
gone to Cincinnati; formerly of Pittsburgh. 

Robinson, Mrs. Gilbert L.—Thornburg, Pa; 
thought to have gone to New York City. 

Robinson, Mrs. Joshua N.—1149 King Ave., 
Pittsburg, Pa. 

Rudolph, Geo. R.—Formerly of New York 
City; jewelry broker. 

Ruth, Dr. R. J.—Dallas, Texas; last heard of 
in Minnesota. 

Seager, Robt. A—Formerly of St. Louis; now 
thought to be in New York. 

Sherrick, Lieut. L. D.—Barracks 31, Kelley 
Field, San Antonio; formerly of Canton, O. 

Shipp, Lieut. F. S. Adj. Generals’ office, Wash- 
ing D. C—Formerly of San Antonio. 

Simmons, H. A.—Home add. Bryn Myr Ave., 
Chicago, Ill.; lately in Northampton, Mass. 

Smith, T. G—Huron, S. D.; painter. 

Smith Lieut. Geo. D.—19th F. A. Camp Stan- 
ley, Texas; formerly of Joplin, Mo. 

Snowden, Arthur K.—Dallas, Tex. 

Stewart, Percy J.—365 Appleton St., Holyoke, 
Mass. 

St. German, C. H.—224 Sayre St., Montgom- 
ery, Ala. 

St. John, A. M—Army Medical School, Wash- 
ington D. C.; formerly of Jackson, Tenn. 

Super, Lt. N.—244 Forest Ave., Kansas City, 
Mo. 

Thomas, C. E—Formerly of Tulsa, Okla.; 
stenographer for some Oil Co. 

Thomas, E. A.—Houston, Texas; in tire and 
auto accessories business; also in lumber and 
billing business, last heard of in Portland Ore. 

Tobitt, J. M—Formerly of St. Louis, Mo. 

Trost, Frank N.—Formerly of Minneapolis, 
Minn., Denver, Colo., and Waterloo, Iowa. 

Van Doren, Miss Ruby (or) Van Deren— 
Formerly of Somerset, Ky., Louisville, Ky., 
and Lexington, Ky.; last heard of in Balti- 
more, Md. 

Voas, A. R.—961 Fifth Ave.. Detroit, Mich. 

Voas, Mrs. A. R..—1625 E. 86th St. Cleveland, 
Ohio. 

Waite, Guy F.—Formerly of South Hadley, 
Mass.; now thought to be in Oakland, Calif., 
railroad man. 

Ward, Mrs. Francelene—2609 Jackson St., 
Houston Tex. 

Wiggenhorn, Percy C.—2441 Nicollet Ave., 
Minneapolis, Minn., broker, member of Elk’s 
Club. 
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MEMBER SHIP— Service and Growth 


PITTSBURGH APPARENTLY WINS ASSOCIATION CUP 
E. A. Howell captures Division trophy, and D. L. Whittle of Texas, is leading the States. 


and 


STILL SEVERAL DAYS TO GO 
. Come On—Memphis, Milwaukee, New York, Denver, Springfield, Mo. 


MEMBERSHIP TROPHIES 


To the Division, also the State Chairman reporting largest number of new members; 
To the Affiliated Association reporting the largest number of new members; 


To All Individual Workers reporting ten or more new members the Gold Lapel Button 
of the National Association. 




















DIVISIONS 


New Paid 
Members 
Feb. 1, 1919 Chairman 
Lo ee eee E. A. Howell, Asst. Ret. Credit Men, Denver. 
SOUTHWESTERN STATES-._-_____- eye A.D. MeMuilen, City Retailers, Oklahoma City. 
SS OS EEE = —_- R. Adams, c/o Wm. Taylor & Sons, Cleveland. 
Sourmunn Srarus.............278............ D. C. Gaut, c/o Bry-Block Merc. Co., Memphis. 
EASTERN STaTEs..._-_____-.-- aaa A. L. Zaduk, c/o Hy. Bendel Co., New York. 
NORTHERN STaTEs_----._____- $a Pse B. W. Prusiner, c/o Davidson Bros., Sioux City. 
NORTHEASTERN STaTes---_----_153 . ..H.W. Hatch, c/o Gilchrist Co., Boston. 
NORTHWESTERN STATES .______- SSSR. F. P. Mockley, c/o Hill Bros. Shoe Co., Spokane, Wash 
1906 
New Paid Members since August 23, 1918 
States Cities Totals States Cities 
Alabama............... Birmingham ____-_._- 29 ae 
I 4 | Miles City........... 1 
Montgomery... .-_--- 31 64 Nebraska-_--- —— i 48x 
[ae << i 2 Fremont > Ve 
ss aT “RRR Grand Island________- 1 
Los Angeles.......... 12 | PE tcscscaccene 2 
Pasadena -.---- -- ik, lS 
Sacramento-.---_-_---- 2 maha_ ‘ SS 
San Francisco_._____- 17 Od, SESS 
Santa Barbara____.__- 1 Sh «|| SOW OO....<..2.2... | ES 2 
Canada................ Montreal-Quebec____-_ 1 1 | BE We Ricwcnknamace 66 
Colorado--.-...-- len ae ania 20 ee | 
ee 111 Schnectady - ---__---- 3 
Connecticut.__.___ . New Haven........_.. 2 2 North Carolina.-.--_.--.-. DE icaiiuccncsane © 
District of Columbia_._. Washington_-.-__-___ 16 16 Wilmington-_--___-._- 1 
=e Jacksonville_____ 6 6 | } egy Dekota.......... North Forks......... 1 
Georgia___..- --- Atlanta... 7 | Gie............. ee aS 14 
ST. Lewistown Ce 1 Cenemeet...... 2.6. 48 
—- §- []—]— eh =3)si‘<‘( itl 33 Cleveland............ 15 
Rockford.__..._____- 1 Columbus_-_.......... 19 
Hollywood........... 1 | ETS 
Springfield __________ 1 36 . aa 18 
aa its 1 pogsertown ei 1 
Indianapolis --______- 51 ee | eee, = =— ES 9 
ei aakdmudeencocetenl Des Moines__________ 5 a aaiiasaeaiiteaite 1 
 _=——— a ” ee tee------- 4 
aT “ae 31 Shawnee-- wengnes, o 
Iowa Falls _ esac: 39 : Sas 
ee ee ">= maT 66 Pennsylvania_--_-_- . Philadelphia x a 
eee SS SSS iC ee 51 Bethlehem__._______- 1 
OS ae: Alexandria__......_.. 1 Harrisburg --_--_..---_- 1 
New Orleans.....____ 28 Pitteburgh........... = 
Shreveport......_____ 13 42 Tennessee.............. Chattanooga ........ 2 
Maryland....._._._.... Baltimore_. en Johnson City.......-- ‘ 
Massachusetts.......... Boston._- idacs Mempais............. 96 
a 1 Nashville Veni moem 5 
New Bedford_........_ 1 WN cacecscsnneneie DE tiwhnciakwnng 51 
Northampton________ 4 Deammont............ 13 
Springfield__...______ 9 DEEN c0...-.-.--5. 13 
Worcester___.....____ 98 151  -- SS 1 
Michigan___________ . Battle Creek.....____ 26 “aes 1 
Detroit__.-- oS ae Fort Worth.......... 46 
wravd Rapids _______ 46 Galveston............ 24 
Kalamazoo _________ 1 82 i SSS 
Minnesota.___._______- Se 2 rr 
Mankato........___. 1 a a WERE 39 
Minneapolis_........_ 51 wna= 3B 
3 ens gaaa 46 . w ichita” Wei ooo. 1 
Winona --.__- a 101 eee > = =—- ss 1 
Mississippi......._._.__._ Jackson.........__... 10 Co ae Lynchburg........... 4 
Meridian. .__.._____- 4 14 a ee sone 2 
ee Kansas City__.....__- 46 West Virginia - ---....- Huntington ......... 14 
Springfield....._..... 83 Wisconsin.............. Milwaukee -.__....-- 36 
ee 8 e , Two Rivers.......... 1 
on... 163 ee Cheyenne............ 11 


Totals 
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i | a 
nw — 


oo 


116 


136 


133 
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A LIST OF NATIONAL MEMBERS 


PURPOSES OF CREDIT INFORMATION 


FOR 


PUBLISHED MONTHLY 


*Indicates office exchanges information between Associations on a reciprocal basis without 


charge. 


State 
Alabama__-.- - - 


iid nied 


Arkansas_ 


California _-- 


Canada_-.-- aie 


Colorado---- 


Connecticut 
Delaware _______- 
Dist. of C columbia * 
Florida __- 


Georgia. -_- 
Illinois ____- 


Indiana_ 


Iowa 


Kansas 


Kentucky _--_--- 


Louisiana_______- 


Maryland. ._____. 
Massa -Lusetts 


Michigan _______- 


Minnesota 


City 


..Birmingham __------ 


. Phoenix. 
Tucson__- 


_-*Ft. Smith-___- 


*Hot Springs 
*Little Rock 


.-Elsinore- - - 


Eureka_- 
Fresno-__- 
*Los Angeles. 
*Oakland__ 
Ontario____- 
Pasadena _- 
*Pomona_ 
San Francisco 
Santa Barbara 
- Montreal__- 
Saskatoon__- 


.- Boulder--_-__- 


Colorado Springs 

*Denver___- : 
Montrose __- 
Pueblo__- 


.. Bridgeport 
_.Wilmington 


Washington 
*Jacksonville 
*Miami-.---- 
*Tampa__- 


-*Atlanta-_-_--_- 


.Chicago- 
Rock Island 
*Springfield_ 


*Indianapolis 
*Terre Haute- 


_.Cedar Rapids 
lS Associated Credit Bureau 


Council Bluffs 
*Davenport - 
*Des Moines- 
Fort Dodge 
*lowa City ___- 
Marshallton _ 
Sioux City. 
. Newton__- 
*Parsons_ 
*Topeka-__- 
Wichita _- 
Da. 
Louisville__ 
.Alexandria__-_-- 
*New Orleans__ 
Shreveport ___- 


Baltimore ___- 


Hoiyoke __- 
Nerthampton 
Springfield __ 


Worcester. _____.- 


-Battle Creek__- 
Detroit_-_-__- 
Grand Rapids_- 

-Albert Lea___- 
Crookston _ - 
Duluth ___- 

*Mankato_- 
Mankato 


*Minneapolis_____- 


St. Paul_ 


From time to time we hope to add to the above list. 
please notify this office at once. 


_Associated Retail Credit Men 


.-Business Men’s Protective Association 


-Tampa Merchants Association _-___ 


.Associated Retail Credit Men 


If anyone has been wrongly classified, 


A. J. KRUSE, Editor, St. Louis. 
Urge other cities (with whom you correspond) to join the R. C. M. N. A. 


Organization 


.Merchants & Manufacturers Association 


.Ft. Smith-Van Buren Merchants Association __- 
.-Merchants Association_~_.__._-_- aa 
_Retail Merchants Bureau ..---...___-_- 


Elsinore Merchants Credit Association _- 
Credit Association of Humboldt- 

Merchants Association of Fresno._----_- 
Retail Merchants Credit Association__ 
_Co-Operative Credit Association__ 

Ontario Business Men's Association _- 
.Pasadena Merchants Association__-_----_- 
.Pomona Valley Merchants Credit Association 


..Retailers Credit Association._.........._-~- 


Merchants Credit Association-----_---_---- 
Merchants Mercantile Company of Canada_- 
Retail Merchants Association of Canada__- 
.Boulder Credit Rating Association. _-- -- 
Credit Reporting Company 


_Retail Credit Mens Association - 


Montrose Credit Company----_----- 
Retail Credit Men’s Association__ 


Bridgeport Merchants Credit Aasociation . 
Henry Mercantile Agency____........--- 
Retail Merchants Association.__..____-__- 


Jacksonville Credit Bureau_-_-_---_- 
Miami Credit Association, Inc_____- 


Merchants Credit Association-_ __ 
Commercial Keference Company LR ISRG 
Business Men’s Association _ 

Springfield Commercial Association 

- Retail Merchants Association 
- Retail Merchants Association --_-_-_-_- 
_Credit Guide & Adjustment pomnaaed 


-Merchants Bureau_-------- 


- Retail Credit Men’s Association - 
Retailers Bureau------ 

Iowa City Credit Bureau_- 
Credit Guide Company - -- -- 
Associated Retailers___-__-- -- 


.Central Kansas Retailers Association _- 


-Parson’s Retailers Association __- 


Topeka Credit Clearing House 
.Merchants’ Credit Bureau_ 
-Credit Men's Association of North Kentucky 
Retail Merchants Credit Men's Association_- 
Rapides Credit Men's Association. _-___---- 
._New Orleans Retailers Credit Bureau__-_-_-_- 
Associated Retail Credit Men 


._M. & M. Assn. Cr. Exchange of Retail Merchants Bureau 


. __Credit Reporting Company of New England__--------- , 
..Chamber of Commerce Credit Bureau--_.------..------ 


.-Northampton Credit Bureau__-_--- --- 
Beacon Adjustment Company -_- 


_.Associated Retail Credit Men--- 

.-Business Men's Credit Association _-_ - 
-Commercial Credit Company -_---_---- ‘ 
.Commercial Credit Company... . -_---- 


_Albert Lea Credit Association _- 
.Crookston Credit Bureau_- 

- Duluth Credit Association- 
.Business Men's Credit Exchange -_--_-- 
-Mankato Retail Merchants Association. 
_ Retail Credit Association-_----------- 
Retail Credit Men’s Association 


eee: _- Davenport Rating Association_.........-..-------- aeewaned 


Secretary 
W. E. Willett 
Chas. B. Christy 
L. G. Moore 
E. L. Harrison 
C. L. Russ 
Frank I. Longley 
H. G. Gillett 
Clyde H. Pitney 
H. E. Patterson 
L. 8. Levitt 
G. A. Cummings 
J. M. McRae 
Jno. T. Summer 
A. V. Storer 
Wm. Loewi 
W.H. Pratt 
Allan MacFarlane 
F. E. Raymond 
Frank Field 
W. V. Sims 
C. M. Reed 
E. E. Schuyler 
L. W. Biele 
J.J. Boyd 
Harry Conly 
Chas. J. Columbus 
J. M. Holloway 


~_C. G. Stalnaker 


Grover Magehee 


_.F. L. Davies 


Mr. Batten 
Geo. H. Kingsbury 
Edna M. Lennox 


_W. E. Balch 


Chas. F. Stein 

W. H. Grizel 

“| E. se aie. 
E. Cass: 

Mis Helen. , Crov] 
H. Gimar 

N. H. Nielson 

A. N. Brattan 

A. H. E. Matthews 

W. C. Slotsky 

Cooper Jackson 

Mell Steele 

A. G. Dunham 

H. M. Lewis 


O. J. Williams 


..T. Shook 


E. Eiland 


__-Frank L. Miller 
_.F. A. Dicks 
aceite E. W. Winchester 
._.W. 8. Radway 
.Frank H. Belden 
_.W. H. Barlett 


Claude King 


. D. Hughes 


. J. Hoyt 


- poms 


. Hammer 


e c 4 Hausen 


m. J. Kirkwood 


_.Geo. Fairley 


ty -L. S. Gilfillan 


J. C. Barnes 
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A LIST OF NATIONAL MEMBERS FOR PURPOSES OF CREDIT INFORMATION 


State City 


Mississippi_ Jackson 
Missouri *Kansas City 
St. Joseph _ 
Sedalia _- 
*Springfield_ 


*Webster Groves 


Montana Havre - 
Kalispell 


Nebraska .*Fremont__. 


Grand Island- 


L neoln._._- 
Norfolk____- 
*Omaha__- 
New Jersey Newark-_- 
New York Buffalo__- 


Lockport 
New York 
Syracuse 


White Plains 


North Dakota 


Ohio- 


Grand Forks 
Akron 


Chillicothe . _ 


Cincinnati 
*Cleveland 
*Columbus 

Springfield 


(Continued) 


Organization 
Jackson Business Men's Association _- 


Associated Retail Credit Men__ 

_ Retail Credit Men's Association 

Associated Retail Credit Men & Credit Bureau of St 
La - Retail Merchants Credit Association - 
Associated Retail Credit Men 
Merchants Credit Association __ 


.Merchants Association, Inc. ___ 
..Flathead Merchants Association _- 


" ...Fremont Retail Merchants Association 
Retail Merchants Association _ ae 
Nebraska Credit Company _- 

Norfolk Retail Merchants Association 

.-Associated Retailers_-__-- 


.Credit Reporting Company -- - - 


Retail Merchants Association 
Board of Commerce ---- 
Retailers Commercial Agency 
Business Men's Association 
Business Men's Association 


Great Grand Forks Credit Bureau 


om tail Credit Men’s Association 
. C. Co. Mercantile Agency. 
pa iated Retail Credit Managers 
Cleveland Retail Credit Men’s C ompany 
Retail Merchants Association - 
Merchants Collecting Company --- 


Washington Court House Fayette Credit Bureau 


Wooster- 
Youngstown 


Oklahoma Bartlesville 
Enid__ 
Shawnee 


*Oklahoma City _- 


*Tulsa __- 
Pittsburgh 
Providence _- 
.. Watertown 
Bristol___- 
Knoxville- 
Memphis- 
Nashville 
.---Amarillo__- 
Beaumont 
Dallas- 
Enris 
Ft. Worth 
Galveston__- 
Houston. 
== 
*San Antonio 
*Waco_-____- 


Lynchburg 


Pennsylvania__- 
Rhode Island _- 
South Dakota -- 
Tennessee ___ 


Texas__-_- 


Virginia___. 


New Port Ne 


Richmond 
*Seattle 
Van Couver 


Washington 


West Virginia. _- 
Wisconsin__- Green Bay 
Kenosha_- 
Madison 
*Milwaukee_ 
Sheboygan_-_ 


Wyoming Cheyenne 


Huntington __ 


Wooster Business Men’s Association- 
.....---Merchants’ Mercantile Co. -- 


Bartlesville Merchants Association 

Chamber of Commerce, Credit Div 

Shawnee Retail Merchants Association 

Retail Credit Men's Association- 

Retail Merchants Association 

Jones Mercantile Agency 

Credit Rating Bureau- 

_ Merchants Association ‘ 
Retail Merchants Association _- 
Retail Credit Men's Association 
Retail Credit Men’s Association 
James-Sanford Agency 


Amarillo Business Men's Aesedi “iation _- 

Retail Merchants Association-___- 

Dallas Retail Credit Men's Association 

Retail Merchants Association 

Retail Credit Men's Association - 

Galveston Merchants Association _- 

Texas Mercantile Agency-_-- 

Crook Record Company - - 

Retail Merchants Association _- 

Associated Retail Credit Men- 

Retail Merchants Association ed 
ws Retail Merchants Association- 

Retail Merchants Association - 

Seattle Retail Credit Bureau_- 

F. & F. Mercantile Agency _- 

Business Men’s Association 

Green Bay Merchants Association 

Kenosha Retailers Association. ___-. 

.Madison Association of Commerce 

Milwaukee Society of the Retail C redit Men's National Assn 

Association of Commerce 






Wyoming Credit Rating Exchange 


DEPARTMENT STORES TAKE NOTE 


Louis-_- 


-D. E. 
_J. E. Fetterly 
A 


Secretary 
A. B. Cook 
W. A. Shurr 
J. P. Downs 
A. J. Kruse 
g ss Harris 
Cartwright 


ii. we Belding 


J. E. Moore 
H. W. Schnell 


H. L. Himes 

A. L. Joseph 

O. M. Meyers 
F. A. Beeler 

Jas. W. Metcalfe 
Wm. 8. Rauch 
R. T. Fiske 

R. B. Gibbs 
Wm. P. Thompson 
Chas. A. Butler 
Robt. C. Barnes 


F. McKernan 


T. Spe'lman 


J. 
.-H. K. Galbraith, Mgr. 


&. kK. C hapman 
H. Gray 

Me E. Reve -naugh 

J. 8. Merrill 

M. E. Hitchcock 

kK. H. Kenna 

J. K. Truesdale 


x uther Wilson 
Geo. A. McDonald 
A. D. MeMullen 
J.C Rayson 
F. A. Caten 
H. Nelson Street 
0. C. 
B. E. Ballard 
T. D. Easterly 
M. G. Lieberman 
Volney James 
R. O. Waklup 
Sam. S. Solinsky 
J. E. R. Chilton 


Turner 


A. A. Billingsley 
A. Ziegelmeyer 
C. W. Hurley 

R. P. Berry 
Adolph Grasso 

C. C. Lewis 
Mosby Ryland 
Melville E. Farmer 
W. A. Clarke, Jr. 
A. W. Clake 
Clinton C. Fleet 
Dennis McNeill 
Frank M. Blahnik 
I. G. Maddock 
Mowrey 


L. Sommers 
C. O. Stiles 





effective on and after 





May 1, 1919, and your co-operation will be appreciated. 


OTICE to All Charge Customers—In accordance with the resolution adopted by the 
credit section of the Merchants and Manufacturers Association, comprising all the leading 
stores of Washington, this store will ask you to sign all CHARGE sales checks when the 


merchandise is to be TAKEN WITH YOU. This request made, for your protection, will be 
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ELLIOTT-FISHER 


From the Credit Man’s Viewpoint 


LLIOTT-FISHER-made records give the 
Credit Manager all the information he wants 


when he wants it—without trouble, without wait- 
ing. For instance— 


The character of goods each customer has bought. 
The frequency of purchases. 

The frequency of payments. 

How often the account has been overdue. 
Accurate balances always on the ledger. 

What customers have been lost. 


A daily credit and collection journal for the credit 
manager’s exclusive use. 


A monthly statement of each overdue account 
along with the customer’s bills. 


All this information is at the disposal of the 
Credit Manager without throwing any extra work 
on the bookkeeping department. There is no 
duplication of work. 


Careful buyers have found that Elliott-Fisher 
Flat-Bed Writing machines are easiest to operate, 
that they are built for accuracy, speed and long 
endurance. 


There is an’ Elliott-Fisher System for every kind 
of wholesale and retail accounting. 


Write for our booklet on Retail Store Account- 
ing—or better, write for our representative to tell 
you the story. 


ELLIOTT-FISHER COMPANY 
Harrisburg, Pa. 


Elliott-Fisher 


Flat-Bed System of Accounting~ Bookkeeping -Billing-Recording 

















Credit to Your Store 


You can give yourself credit for hav ng good judgment when 


you select the Rand Visible Method of credit authorization. 
Its use saves you hours of time and labor and 
a whole lot of grief. 


It is a credit to any store to use the Rand 
Visible Credit Record System, for it means 
better service to customers as well as re- 
duced costs in handling credits. 

You can’t afford to take chances with 
losing some of your ‘‘charge’’ customers 
because of slow, inaccurate, and cumber- 
some methods of passing upon their 
credit. 

With the Rand System you can author- 
ize credits with the utmost speed and re- 
liability. Service such as this makes a 
“hit” with every customer—leaves a 
decided impression in favor of your store. 


You profit in more ways than one when 
you install the Rand Visible Credit Record 
System. In addition to giving better 
service to your trade you are better pro- 
tected from losses due to bad accounts. 


v 


Then too, it reduces the cost of operating 
your credit department since the Rand 
System enables one clerk to handle the 
work that requires three or four when old- 
fashioned ledgers or card files are employed. 

The mechanical perfection of the Rand 
System makes losing or misfiling of credit 
records almost impossible because refer- 
ence does not require removing of a single 
mame or record. It is so flexible that it 
will permit of expansion from one hundred 
to one million names without interfering 
with their alphabetical arrangement. 


Some of the largest firms in the country 
have found the Rand System a very profit- 
able investment, but small stores as well 
as large have found it pays—and pays 
well. Ask us to show you in actual figures 
how it will pay you to install 


RAND 


Visible Credit Record Systems 


The Rand Company; Dept. 40, North Tonawanda, N. Y. 














